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kitchen can do as much for you as the one that’s built around Gas 
liances. Take this range, for instance. It’s so automatic it even shuts 
he Gas, if a pilot goes out. It adds all the wonderful, exclusive advan- 
s of Gas . . . flame-kissed flavor . . instant on-off heat . . . the evenest 
ng in the world. And the amazing Gas refrigerator is years ahead of 
ime; its automatic icemaker frees you completely from ever having 
an ice tray. Let your Gas company or Gas appliance dealer show 
these twin miracles of modern design—and prove how clean, how cool, 
efficient Gas really is. How nice that the smartest appliances in the 
d use it! AMERICAN GAS ASSOCIATION 


, gives 


such matchless performal 


the modern fuel for automatic cooking . . . refrigeration . . . water-heating . .. house-heating . . . air-conditioning . .. clothes-drying ...i i 








Mrs. Madison Jennings, Laclede 
Gas Company entrant, won top 
homemaking honors in Mrs. 
America finals. Full story, page 4 


im IS THE time. of year when 
many of the activities of A. G. A.‘s 
various sections reach their culmina- 
tion at annual meetings. At these 
gatherings, co-workers in the indus- 
try meet to present their own 
thoughts, experiences and discov- 
eries—and to profit from those of 
others. Space in the MONTHLY is 
too limited to give more than an 
inkling of the valuable contribu- 
tions made—and effort expended— 
by A. G. A. members at these meet- 
ings. Here are some of the major 
meetings covered in this issue. . . . 
National Purchasing and Stores 
Conference, page 25. . . . Na- 
tional Conference of Electric and 
Gas Utility Accountants, page 31. 
National Personnel Confer- 

ence of the Gas Industry, page 21. 
. Pacific Coast Domestic Gas 
Research and Utilization Confer- 
ence, page 22. . . . Industrial and 
Commercial Gas Annual Sales Con- 
ference, page 34. . . . Annual Dis- 
tribution, Motor Vehicles and Cor- 
rosion Conference, page 36. 
Eastern Natural Gas Regional Sales 
Meeting, page 38. .. . An impres- 
sive listing. Anyone who 
wishes to profitably improve his own 
work in associations will find Clark 
Belden’s provocative “Be a Better 
Association Member” worthwhile 
reading. It appears on page 11. 
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“What has happened to the gas company?” a lead- 
ing dealer organization official asked the MONTHLY 
during our recent visit to a merchandising utility. “In 
the past they acted as though they were in direct com- 
petition with us. Now they’re bending over backwards 
to help both us and the public!” 

This is a true incident. The answer to the dealer’s 
question is that management of the local gas company 
has fully awakened to the importance of teamwork 
and good public relations. Moreover, the manage- 
ment is making prodigious efforts to give the gas com- 
pany the reputation of a good citizen. 

What happened in this particular community is 
happening in others too. Gas companies in many 


A.G.A. FORMS PR “STOREHOUSE” 


areas are taking increased interest in the welfare of 
their dealers, customers, employees, communities, 
stockholders, as well as press and government groups. 
At the same time, A. G. A. as “ammunition store- 
house” for the industry, is expanding its public rela- 
tions services to member companies. Designed spe- 
cifically for maximum application and effect at the 
local level, these new public relations activities place 
heavy responsibility on the individual gas company. 
Their success depends largely on the extent to which 
you apply the Association’s new services and the de- 
gree to which you keep A. G. A. informed of your 
progress. Help us to help you build a well informed 
public and a stronger gas industry! (Story on page 20.) 





SUMMER PROFITS 


Opportunities for profitable summer loads have proved 
eye-opening for companies participating in the Commercial 
Water Heating Sales Campaign (a PAR activity). One com- 
pany saved a 252-apartment building labor charges of $50 
a day during non-heating season by installing a battery of 
three multi-coil automatic gas water heaters, each with an 
input of 420,000 Btu. 


1954 GAS SALES 

Gains of more than 10 percent in sales of gas are an- 
ticipated for 1954 as contrasted with last year, with total 
sales exceeding 64 billion therms (or 6.2 trillion cubic feet). 
An additional 800 thousand customers will be connected 
bringing the total to 27.9 million, and new construction ex- 
penditures will attain $1.2 billion. House heating customers 
will aggregate 13.9 million. 


SOUTH OF THE BORDER 


Mexico’s government-owned oil industry is looking north 
to market its natural gas, said to comprise 27 percent of its 
reserves. Intensified drilling in lower Rio Grande fields and 
construction of an absorption plant to purify gas are an- 
nounced by Pemex Company. 


THROWN GAUNTLET 

Rebirth of aggressive merchandising by some sections of 
the gas industry has drawn a challenge from one large elec- 
tric utility. This company, which a year ago had no salesmen, 


now has 60 on the street and expects to increase the num- 
ber to 100. “If the gas company can make gas the preferred 
refrigeration fuel in our city,” a spokesman reportedly said, 
“we can do the same thing with electrical cooking.” 


TRIPLE-PRONGED 


An educational program to sell importance of hot water 
in sanitation is being developed by Industrial and Com- 
mercial Gas Section in cooperation with two trade maga- 
zines and a state college (a PAR activity). Triple target is 
dishwasher salesmen; large volume water heating dealers; 
restaurant operators, dieticians and public health inspectors. 


TESTING AT NEW HIGH 

Appliance testing, inspection and research activities at 
A. G. A. Laboratories in Cleveland have reached an all- 
time high level. Facilities in most departments are booked 
up to mid-summer, but recent addition of temporary staff 
members is expected to increase previous testing rate. 
Laboratories’ staff now totals 197, a new high. 


HASTEN NORTHWEST DECISION 

Omission of intermediate decision procedure is seen as 
speeding Federal Power Commission action on proposed 
natural gas service to the Pacific Northwest. Agreed to by 
contending pipeline companies, this means the Commission 
will decide the case directly. Oral argument will begin 
June 1, following nearly 200 days of testimony which ended 
March 31. 
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EARLIER START 


Company tie-ins with national appliance sales campaigns 
can get off to a running start in 1955. Line-up and format 
of national promotions will be available two months sooner 
than last year through earlier publication of A. G. A. Pro- 
motion Bureau’s 1955 Sales Promotion Plan Book (PAR ac- 


tivity). 


QUERY MANUFACTURERS 


Interest of equipment manufacturers in the utilization of 
gas for air conditioning appliances is being surveyed by 
Gas Industry Development Committee. Action is a corollary 
of PAR research program now underway on same subject. 


UPCOMING STATISTICS 


Two new studies will be completed by the A. G. A. Bureau 
of Statistics this month. The first will indicate relative ac- 
ceptance of various gas appliances in new housing during 
1953 and will provide information on extent of competitive 
inroads. The second will analyze expected new house heat- 
ing installations during next three heating seasons, and effect 
upon industry’s sales. 


UNIT SPEEDS APPROVALS 

Great savings in time for routine carbon monoxide deter- 
mination and consequent expediting of approval testing is 
reported by A. G. A. Laboratories through use of infra-red 
gos analyzer and recorder. Two units are in service at 
Cleveland and a third is being installed at Pacific Coast 
branch. 


THIS IS IT! 


That's the feeling of the A. G. A. Gas Refrigeration Com- 
mittee about its new sales promotional and advertising cam- 
paign, prepared in cooperation with Servel, Inc. A special 
summer incentive is a gas company salesmen contest that 
pits utilities against quotas rather than each other. Full de- 
tails on page 9. 


OUTDOOR COMFORT 

Britain's window shoppers may bask in gas-heated warm 
gir as they gaze at assorted wares next winter. Newcastle- 
upon-Tyne engineers are testing overhead heating units 
designed to warm such outdoor spots as bus stops, theater 
box-offices, sports stadiums. 


HIGH PRAISE 

“The advances made in gas ranges in recent years, not 
only in efficiency but in style and beauty, are more marked 
than in any other major appliance field.” We quote Walter 
Dorwin Teague, noted industrial designer, who made the 
statement at GAMA’s annual automatic gas range con- 
ference last month. 


50 REQUEST DATA 


More than 50 utilities and appliance manufacturers have 
requested information and detailed construction drawings 
of equipment shown in experimental range sections (a PAR 
activity). Widespread response developed from industry 
showings at Cleveland and Los Angeles. Third and perhaps 
final demonstration will be at utilization conference in Cleve- 
land, June 2-3. 


15 JOIN PROMOTION 


Early response by builders assures that more gas kitchen- 
laundries than ever will be on display during National 
Home Week this fall. Already 15 top builders have agreed 
to incorporate in their model homes a version of “Woman's 
Home Companion’s” kitchen-laundry. Promotion is a joint 
undertaking of the magazine, A. G. A.’s PAR and National 
Association of Home Builders. 


PANHANDLE RATE CASE 


Recent FPC decision, permitting Panhandle Eastern Pipe 
Line Company to price its own gas production on the basis 
of the weighted average arms-length payments for identical 
natural gas in the fields where it is produced (thus rejecting 
the traditional “rate base” approach for production facili- 
ties), is expected to have far-reaching implications. An analy- 
sis of the actual decision will be presented in next month’s 
issue of this publication. 


DECORATORS USE GAS 


Gas will be the only cooking fuel used in exhibits at 
annual meeting of American Institute of Decorators in Chi- 
cago next month. Held simultaneously with Summer Furni- 
ture Market, exhibits will be on view before 40,000 dealers. 


APPLIANCE NEWCOMERS. 

Growing interest in gas appliance manufacturing is re- 
flected by number of manufacturers submitting for the first 
time appliances or accessories for testing by A. G. A. 
Laboratories. In 1953 60 new manufacturers used facilities; 
13 newcomers have submitted equipment so far in 1954. 


REBUTS NEMA CLAIMS 

A sharp rebuttal to claims by National Electrical Manu- 
facturers Association that electricity is superior to LP-Gas 
for cooking has been made in May issue of “LP-Gas” maga- 
zine. Reprints are available from Moore Publications, 48 
West 38th St., New York 18, N. Y. 








he first Mrs. America contest un- 

der the sponsorship of the Ameri- 
can Gas Association and Better Liv- 
ing Magazine came to a spectacular climax when Mrs. Mis- 
souri, entrant from Laclede Gas Co., St. Louis, was chosen last 
month as the winner at Ellinor Village, Florida. 

The new Mrs. America is Mrs. Madison Jennings, wife of 
an oil company chemist and the mother of an 8-year-old 
son. The family resides in a St. Louis suburb, where Mrs. 
Jennings does her own housework in addition to part-time 
work as a model. She triumphed over 49 other contestants 
from each state, the District of Columbia and Canada and 
won her laurels on the basis of her general homemaking 
abilities, poise and charm. 

The finals, held after state preliminaries conducted for 


a PAR activity 


MISSOURI Crowned by Liberace in St. Louis, Mrs. Madison Jennings 
won national crown. (Right) She is shown in all-gas kitchen du 
finals at Ellinor Village. (Left) Crowds line up on drizzly day tog 

state judging by TV pianist, others, at Laclede Gas Company by 


the most part by local gas companies, were held in all-gas 
homes in Ellinor Village where the contestants kept house 
for their families under the inspection of judges. They be- 
gan April 21 and were concluded on the night of April 24. 

Automatic gas appliances in the homes were supplied by 
manufacturers who tied-in with the national contest. In- 
cluded were Detroit-Michigan Stove Co., gas ranges; 
Servel, Inc., gas refrigerators; Caloric Stove Corp., gas 
clothes dryers; John Wood Co., gas water heaters ; Bowser, 
Inc., gas incinerators; and Robertshaw-Fulton Controls 
Co., thermostats and controls. 

Special proficiency trophies were awarded to three other 
gas company entrants. Mrs. Virginia, winner of a state con- 
test sponsored by six gas companies, was judged most pro- 
ficient with a sewing machine. Mrs. Florida, sponsored by 
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FLORIDA 55,000 saw home show 
finals where Mrs. Mickie McDavid 
won gas-sponsored state crown 


SYLVANIA Entrant chosen 
Pittsburgh Food Fair, site of 
finals—Mrs. Nancy Gibson 


TEXAS Southern Union Gas 
Co. finals in Austin had Mrs. 
B. J. McKown as state winner 


¢ Six gas companies 
in state contest— 
winner, Mrs. J. B. Riggle 


Peoples Water and Gas Company of North Miami, received 
atrophy for meal planning. Mrs. West Virginia, winner 
of the state contest conducted by United Fuel Gas Co., 
Charleston, kept the neatest home in the opinion of the 
judges. She was also second runner-up for the grand award. 

The contestants, each housed in a separate villa-with her 
family, kept the blue flames of their gas appliances burn- 
ing as they went through their paces before a distinguished 
panel of judges. The first elimination reduced the 50 en- 
trants to 15, then next to six, from which group the winner 
and two runner-ups were chosen. 

Among the judges were Dr. Maude Pye Hood, Acting 
Dean of the School of Home Economics, University of 
Georgia; Catherine T. Dennis, president-elect of the 
American Home Economics Association and state super- 


ISSUE OF MAY, .1954 


NEW YORK Brooklyn Union Gas 
and Iroquois Gas contest ended 
with crown on Mrs. Mary Morrison 


NEW HAMPSHIRE Mrs. Virginia 
lL. Hawkensen was a state winner 
picked by New York City judges 


WASHINGTON, D. C. Local news- 
paper, TV station join gas company 
to pick Mrs. Kenneth J. Stafta 


OKLAHOMA Mrs. Doris Jean Short 
was winner of state contest spon- 
sored by Oklahoma Natural Gas 


visor, home economics instruction, Department of Public 
Instruction, North Carolina; and Iris Davenport, chairman 
of Home Economics in Business and editor of Farm and 
Ranch magazine. The caliber of these judges assured the 
emphasis on homemaking abilities as a prime requirement. 

Some 30 representatives of gas companies were on hand 
to watch the finals of the first national contest officially 
sponsored by the industry. A committee of four acted as 
official observers for the A.G.A. General Promotional Plan- 
ning Committee. The group was headed by Hansell Hillyer, 
South Atlantic Gas Co., Savannah, Georgia. Serving with 
him were J. R. Guidroz, New Orleans Public Service, Inc.; 
William B. Hewson, The Brooklyn Union Gas Co.; and 
Frank H. Trembly, Jr., Philadelphia Gas Works. 

The finals brought to a conclusion months of promo- 













GEORGIA State finals at Savan- 
nah were topped by Mrs. H. J. Shu- 
man, Savannah Gas Co. entrant 


ALABAMA Finals in Birmingham 
found Mrs. Marjorie Wilson win- 
ning Alabama Gas Corp. show 


INDIANA Mrs. Lewis Grabhorn 
won state contest sponsored by 
Northern Indiana Public Service 


NORTH CAROLINA Raleigh Junior 
Woman's Club helped gas com- 
pany pick Mrs. R.L. Black as winner 





tional work on local and state levels. Participating were 46 
utilities representing 714 million meters. Below are brief 
summaries of some of the state promotions. 


MISSOURI 


An estimated 2500 persons crowded into the Laclede 
Gas Company building in St. Louis Saturday afternoon, 
March 20, to see the famous Liberace judge the finals of 
the Mrs. Missouri contest, winding up Laclede's Mrs. 
America promotion with a spectacular climax. A line began 
forming at the Laclede building at 9:30 a.m., although 
Liberace was not due until 4 p.m., and despite a day with 
raw winds and occasional sprinkles. 

Newsreel cameramen, reporters and photographers coy. 
ered the event. The newsreel shots were later telecast by 
KSD-TV, showing Liberace interviewing the seven candi. 
dates who had survived in the competition with about 209 
entrants in the contest. The Sunday editions of the Pos. 
Dispatch and Globe-Democrat featured Liberace’s visit to 
Laclede, sponsor of his television show on KSD-TYV since 
June 1953. There were four other judges, all prominent 
locally. 

While the judging was in progress the line of spectators 
moved slowly through the roped-off area of the main floor 
lobby, watching the contest and getting a close-up view of 
the popular pianist and the gas appliances surrounding 
him. Liberace announced the winner: Mrs. Madison Jen. 
nings, who was subsequently named Mrs. America at the 
finals. 

Following the final judging, the mayor of St. Louis pro- 
claimed March 22 as ‘‘Mrs. Missouri Day.” In a special tele- 
cast over KSD-TV that afternoon Mrs. Missouri was pre- 
sented to the public and congratulated in person by Lt. 
Gov. James T. Blair and Aloys P. Kaufman, former mayor 
of St. Louis and now president of the St. Louis Chamber of 
Commerce. 


PENNSYLVANIA 


A blond and lovely young homemaker, Mrs. Nang 
Gibson of Clairton, carried the banner of Mrs. Pennsyl- 
vania to the finals in Florida. Mrs. Gibson was crowned the 
night of April 2 at the Food Fair at Hunt Armory, Pitts. 
burgh, after winning out over five other homemakers ia 
contest trials during the six-day Food Fair. More than 100, 
000 Western Pennsylvania citizens attended the Fair and 
saw the contestants performing on “Matchless” gas ranges. 

The finals in Pittsburgh were the culmination of a state- 
wide contest backed by nine Pennsylvania gas companies: 
Equitable, Manufacturers, and Peoples Natural of Pitts 
burgh, and six U.G.I. properties: Philadelphia Gas Works, 
Reading, Lancaster County, Lehigh Valley, Harrisburg, and 
Luzerne. 

At the beginning of the promotion the Pittsburgh com- 
panies appointed a three-man committee to handle the Mss. 
America campaign. This group tied their promotion i 
with the 1954 Food Fair, first show of its kind in 25 yeats, 
a gala exhibit of food stuffs and home appliances planned 
for the benefit of the Firemen’s Widows’ Pension Fund 
In Novernber the exhibit director solicited both gas and 


(Continued on page 52) 
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A repcrt on one company’s steps to provide 


training for efficient management in our complex society 


Developing today’s management 








By LESLIE A. BRANDT 


Vice-president, The Peoples 
Gas Light and Coke Company 
Chicago, Illinois 


roadly speaking, we need to improve 

management in order to meet more 
successfully the ever increasing demands 
on management arising out of the grow- 
ing economic and social complexities of 
modern business. 

Present-day management must give its 
attention at all times not only to the in- 
terests of its investors, customers, and 
employees, but to its social, economic, and 
community responsibilities as well. Man- 
agement’s ability to function effectively 
in this highly complex business society, 
serving such widely divergent interests, 
will largely depend upon its management 
“know how.” 

Good management can be more easily 
developed when certain conditions are 
present in a company. A condition which 
I believe to be all important to accom- 
plishment in this area is the necessity of 
leadership and support of top manage- 
ment. The “bottleneck” to accomplish- 
ment in management development can 
very well be the lack of time, or the un- 
willingness to take the time, on the part 
of top management. Accomplishments in 
this field are proportionate to the inter- 
ést, time, and leadership given to it by 
the top executives of an organization, be- 
cause their interest or lack of interest is 
very quickly felt down through the whole 
Management organization. 

At The Peoples Gas Light and Coke 





Excerpts from an address before the A. G. A. 
Gas Supply, Transmission and Storage Confer- 
ence, New Orleans, March 4, 1954. 


ISSUE OF MAY, 1954 


Company we have appointed a manage- 
ment development committee, composed 
of our president and six vice-presidents, 
which has the over-all responsibility of 
seeing that our company carries on a well- 
rounded over-all management develop- 
ment program. 

In our company, this formal program 
falls into two major categories. First, that 





Leslie A. Brandt tells how The Peoples 
Gas Light and Coke Co. management pro- 
gram trains on the job and in college 


which applies to all members of man- 
agement simply by virtue of their being 
a member of management; and second, 
training or development for certain se- 
lected individuals, the selection being 
based on the individual's background, 
training, aptitudes, talents, and manage- 
rial potential. 

In the first category, one program that 
we have carried on for years is our super- 
visory conference program. Believing 









that good operations and good employee- 
management relations are dependent 
upon informed supervisors, we have 
tried in this program to establish and 
maintain an effective two-way channel of 
communication between all levels of 
management. 

All supervisory personnel are included 
in this program. Conference chairmen 
are selected from the line organization 
and frequently attend preparatory meet- 
ings On various subjects which are often 
conducted by an officer of the company. 
Following these meetings the conference 
chairmen hold conferences on the partic- 
ular subject being discussed with their 
own respective supervisory groups. 

A major part of this program is de- 
voted to informational subjects dealing 
with company policies, gas supply prob- 
lems, changes in company practices, and 
almost any other subject of general in- 
terest to management personnel. Several 
meetings each year are devoted to dis- 
cussion of union negotiations. In these 
we cover the company’s and the union’s 
demands and report on the progress made 
during union negotiations. In order to 
beat the “grapevine,” we have made it a 
practice to hold these meetings as soon 
as possible after meeting with the union. 

We also hold annual general super- 
visory meetings each spring during which 
our chairman addresses all management 
employees about current company prob- 
lems and the results of operations at two 
meetings during working hours (half of 
employees at each meeting). 

We do not feel, however, that the su- 
pervisory conferences and general super- 
visory meetings should be the sole means 
of keeping our employees informed. 
While such meetings provide an excel- 


lent means of communication, they are 
not practical for the distribution of cer- 
tain factual information, announcement 
of special events, and so forth. For the 
distribution of such information, we rely 
upon written executive communications, 
including copies of news releases distrib- 
uted prior to publication, special execu- 
tive bulletins and orders, and fact sheets 
which give in detail the progress on vari- 
ous current projects within the company. 

We have developed several other 
training programs to meet very specific 
needs of new supervisors. In one of these, 
newly appointed first line supervisors are 
given a one week exposure to the activ- 
ities of the various departments of the 
company. During this program they visit 
many departments and plants and officers 
and department heads discuss their re- 
spective responsibilities and departmen- 
tal operations with them. While this pro- 
gram has been helpful to them in their 
new jobs, we feel that it is not enough 
and that new supervisors need training 
in basic supervision. 

To this end we have developed a new 
program in basic supervision designed to 
get the new supervisor off to a good start. 
We hope here to provide new supervisors 
with some of the basic knowledge re- 
quired to effectively direct and be respon- 
sible for the work of others. Discussion 
meetings will be held on a wide range of 
subjects such as our personnel policy, 
union agreements, job responsibilities, 
improving work methods, handling em- 
ployee problems and related matters. 

So far I have told you about some of 
our programs which fall in the first cate- 
gory I described—training which is more 
or less general. 

In the second category I mentioned, 
we have several programs which are de- 
signed to improve the managerial skills 
of selected individuals. In one of these, 
selected management people spend six to 
eight weeks full time visiting most of the 
departments in the company. We have 
two over-all objectives in this program. 
First, to improve the participants’ capa- 
bilities in their present jobs by giving 
them a working knowledge of other op- 
erations of the company, and second, to 
prepare them for more responsible jobs 
which may be available in the near fu- 
ture. 

We believe that this program develops 
good management in several ways: 

First, we believe that cooperation in 
our supervisory ranks has improved. 


When the participants complete their 
programs and go back to their jobs they 
have a better appreciation and under- 
standing of the other fellow’s job. They 
realize why certain things are done this 
way or that way and become more anx- 
ious to help in any way they can to make 
the other fellow’s job easier. 

Second, we believe that the valuable 
personal contacts developed are essential 
to good management. Instead of merely 
telephone contacts the participants get to 
meet and know the people in other de- 
partments. 

Third, we believe that the “job satis- 
faction” of the participants has broad- 
ened through learning of the significant 
part they have in the over-all operations 
of the company. 

The company also sponsors participa- 
tion, for selected management employees, 
in educational courses emphasizing ex- 
ecutive management development, such 
as the Harvard, Northwestern, and Mich- 
igan Advanced Training programs, the 
University of Chicago Executive Train- 
ing Program and the Institute of Gas 
Technology programs. These programs, 
as well as specialized short courses given 
by other universities, are extremely im- 
portant in providing the broad stimulat- 
ing educational training so desirable for 
selected management individuals. 


Practice selection 


No one management person partici- 
pates in all of these activities. Manage- 
ment people are selected for programs 
that will be of most value to them and to 
the company. 

By far the most difficult area of man- 
agement development in which to 
achieve real accomplishment is in the 
field of human relations. Good manage- 
ment requires an understanding of hu- 
man relations; a realization of the im- 
portance of the individual. Developing 
managerial behavior, which is based on 
the principle of the dignity of the indi- 
vidual, and which accepts the problems 
and frustrations of dealing with indi- 
viduals, is no simple matter. 

Nor is it a problem that can be reduced 
to laws and rules. It is, rather, an out- 
growth of a point of view, an attitude of 
mind which constantly seeks an under- 
standing of those who work for us and 
with whom and for whom we work. 

If we accept the need of developing 
better understanding of human relations, 
how do we go about it? All of the other 


programs and plans I have been talking 
about are important, not only for what 
they accomplish directly, but also for 
what they accomplish indirectly in im. 
proving a company’s human relation. 
ships, but they aren’t enough. Somehow 
or other we must find the means of help- 
ing our management people, from the 
first line supervisor on up, develop atti- 
tudes and viewpoints about people that 
will bring greater harmony in our work. 
ing environment. 

I can’t give you the answer to this 
problem, but I would like to tell you 
about a program in this field which we 
are conducting in collaboration with 
members of the teaching staff of North. 
western University. We call it our “Man. 
agement Decisions and Actions” pro- 
gram. 

In this program we concluded that we 
would use the ‘‘case study” technique 
which involves the study and discussion, 
under the leadership of trained modera. 
tors, of actual situations or cases and al- 
lows a free interchange of ideas and opin. 
ions. We started this program with 35 
of our top management people, includ- 
ing officers. Since then, about 100 more 
management people, including all de 
partment heads and assistants, have taken 
part in it. 

The program consists of 18 meetings 
of two hours each over a nine-week pe- 
riod led by Northwestern University pro- 
fessors. The first six sessions are devoted 
to problems of communication with the 
cases drawn from a variety of sources in 
the area of human relations. Participants 
receive, in advance of the discussion pe- 
riod, a number of written episodes in 
which people are involved in rathet lim- 
ited situations of misunderstanding and 
conflict. Each episode is looked at and 
discussed in considerable detail as an il- 
lustration of some breakdown in com 
munication. 

The following eight sessions are de 
voted to executive and supervisory situa- 
tions or problems in dealing with em 
ployees. These situations are rather broad 
in scope and encompass many varied a 
pects of management behavior in getting 
a job done through people. The decisions 
and actions taken by the executives and 
supervisors in each of these cases are att 
alyzed to determine whether, in the pat- 
ticular situations, the people involved 
showed capacity for thinking and acting 
in a responsible manner and for working 
cooperatively with others. The purpose 

(Continued on page 51) 
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Take a new look at gas refrigeration 





—— 


By ALLEN D. SCHRODT* 


Chairman 

Gas Refrigeration Committee 
Residential Gas Section 
American Gas Association 


Citing the 1954 gas refrigeration program as 
the best in years, Mr. Schrodt urges gas com- 
panies to get behind A. G. A.-Servel promotion 


N products, new prices, and new 
promotions are concrete evidence of 
Servel’s efforts to stimulate and encour- 
age expanded gas refrigerator sales by 
the gas utility industry. These three 
“P’s’—product, price, promotion—are 
the keys to more gas refrigerator sales. 


Product 


The 1954 gas refrigerator line com- 
pates very favorably with competitive 
models from the standpoint of stream- 
lined appearance, modernity and cus- 
tomer features, in addition to the auto- 
matic icemaker. This year the line 
features heavier insulation and structural 
changes to provide for greater refrigera- 
tion capacity. A large southern gas com- 
pany reports that exact temperatures were 
maintained in the frozen-food and stor- 
age compartments when tested at room 
temperatures of 100 F. This year a new 
gas model has been added to the line, 
making a total of nine. 


Prices 


Effective April 1, Servel announced 
new prices which go beyond the five 
percent federal excise tax reduction to 


_ 
*Sales Coordinator, Southern Union Gas Com- 
pany, Dallas, Texas. 
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result in price cuts up to $50 on some 
units. A reduction of $20 for the ice- 
maker models has been made so that the 
price differential between icemaker and 
non-icemaker models is now only $50. 


Promotion 


For the first time in several years, 
Servel is providing a packaged sales and 
promotional program with materials 
which exclusively promote the merits 
and advantages of the modern gas refrig- 
erator. This portfolio of materials, under 
the theme “On Our Way With Gas Re- 
frigerators”’, was sent to all gas utility 
companies early in April. 

Particular attention is called to the 
colorful and attractive promotional folder 
which tells in dramatic fashion the gas 
story. This can be used as a self-mailer, 
as a bill enclosure, or as a hand-out piece 
on the sales floor or in the prospect's 
home. Also available for use as a give- 
away on your sales floor or for use 
by your salesmen is an effective hard- 
hitting line folder in color, which graph- 
ically illustrates the complete gas line 
and its exclusive features. 

A complete set of attractive, well-de- 
signed four-color model sheets are pro- 
vided for use on gas company sales floors 


and for distribution to prospects. And 
for distribution to architects and build- 
ers, there are specification sheets giving 
the roughing-in dimensions of the com- 
plete line. 

A brilliant color display which fits on 
the top and along the sides of the unit 
tells the automatic icemaker story with 
great impact and a matching side panel 
in full color is devoted to the exclusive 
merits and advantages of the Servel gas 
refrigerator. A colorful window banner 
designed for use in gas company show 
windows and a 24-sheet poster are pro- 
vided as part of the campaign. 

An automatically-operated “talking re- 
frigerator” record player which tells the 
story of the icemaker and a specially de- 
signed gas refrigeration sales-training 
film is provided, in addition to radio and 
TV spot announcements and advertising 
mats for use at the local level. 

A. G. A. also is making available sales 
and promotional materials for use dur- 
ing the campaign. These include an at- 
tractive set of four pyrex refrigeration 
dishes to be used as a customer premium, 
a series of kleen-stick pieces in the shape 
of “It’s Gas” circles and ice cubes, the 
gas refrigerator “Salesmaker’, a brief 
sales training course for salesmen, a 
colorful attractive consumer booklet, a 
dealer sales training film, “10 Sure Ways 
To More Gas Appliance Sales”, and the 
new A. G. A. Premium Book which in- 
cludes attractive premiums for use in 
the local gas refrigeration campaign. 

Well-designed, attention-getting na- 
tional advertisements in color, showing 
the gas refrigerator, will be run in five 
of the major consumer publications dur- 
ing June and July, 1954. 

A new and different A. G. A.-Servel 
Gas Refrigerator Sales Contest which 
will be run from May 1 to August 31, 
1954, is an important part of the cam- 
paign. Under this competition, gas util- 





ity companies will compete against a 
sales quota rather than against each 
other, thus affording equal opportunity 
for all to participate in the awards. The 
contest is described in the campaign 
portfolio and is specifically designed to 
provide incentive to gas utility sales per- 
sonnel. Awards will be made to gas util- 
ity companies who qualify in the com- 
petition on the basis of 5¢ per point. 
Following qualification the point value 
for each refrigerator sold during the 
campaign is doubled, as shown in the 
contest rules and regulations. 

This sales-making contest makes it 
possible for the gas company sales man- 
ager to plan and operate his own local 
contest. He can offer salesmen any kind 
of a prize that will result in increased 
sales—cash, merchandise, trips, etc. A 
special award will be made to the sales 
manager of each qualifying company. 


. 


Yes, we have the product, we have the 
price and we certainly have the tools 
for promotion. Now it’s time for action! 

If you have not already taken steps to 
activate your own company program, I 
urge you to do so immediately. Go over 
the campaign portfolio with your sales 
personnel and plan a definite course of 
action. Place your order now for sales 
promotional and display material and 
enter your company in the big sales con- 
test. 

To give even greater impact to their 
efforts, many gas utilities are planning to 
increase incentives for their sales per- 
sonnel by matching the value of the 
points which the company wins in the 
contest, and I urge that you give this 
matter serious consideration, as an in- 
tegral part of your local participation. 

Speaking for my company, we are go- 





ing to add additional points to those re. 
ceived from Servel and set up incentive 
awards for our salesmen on the basis of 
each refrigerator sold, regardless of 
model. Points will be redeemable jp 
merchandise prizes and special bonuses 
will be given to top salesmen and sales 
supervisors. 

The gas refrigerator, providing nearly 
$50,000,000 in annual revenue, is of 
vital importance to our industry. With. 
out it, we not only would lose this load 
but we would be without an all-gas 
kitchen and the prestige that goes with 
it. 


_ 


We now have a great, new program to 
meet new increased demands. It’s high 
time that we all took a new look at the 
gas refrigeration picture and prepared 
ourselves for action. With a united front, 
I know we can get the job done! 





Legal symposium attracts gas industry lawyers to New York 


ONTROVERSIAL AND TROUBLESOME 

law problems—from wellhead to burner 
tip—will be covered in American Gas Asso- 
ciation’s first legal symposium, to be held in 
New York from June 7 to 11. The sympo- 
sium, “Current Legal Problems in the Gas 
Industry”, has been planned in cooperation 
with the Practising Law Institute. The in- 
stitute is a non-profit educational institution 
highly regarded by the legal profession for 
its nationally significant symposia. 


Lecturers and panel members have been 
selected for the expert knowledge in the fields 
they cover. They bring to the program a rich 
background of practical experience, together 
with an understanding of the implications of 
current decisions, pending legislation and dis- 
cernible trends. 

The viewpoints of both pipeline and dis- 
tributing companies will be presented in 
analyzing gas supply problems, certificate pro- 
ceedings, rate problems and other topics. 


Consumers Power earns two safety awards 


2- ALA Awards 


TO THE COMPANY IN '‘s3 





Executives of Consumers Power Company proudly inspect two American Gas Association Safety Merit 
Awards, each given for one million manhours worked without a disabling injury. Honoring the winners 
at a cere y in Jack Michigan, are (left to right): Dan E. Karn, president; D. D. Moon, gas fore- 
man of the Lansing division and D. E. Barthel, gas distribution superintendent of the Flint division 
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Opening the meeting, H. Carl Wolf, man- 
aging director, A. G. A., will extend a mes. 
sage of welcome and Harold P. Seligson, di- 
rector, Practising Law Institute, will explain 
how the program will operate. Among other 
Wednesday morning speakers are William 
A. Dougherty, Dougherty and White, New 
York; Warren T. Spies, counsel, Natural 
Gas Pipeline Company of America, Chicago. 
John J. Jacobs, counsel, Wilcox Trend Gath 
ering System, Dallas, and Mr. Spies will be 
members of a panel discussion on problems 
involved when a distribution company enters | 
into an “open end” contract with a pipeline) 
and the economic limit on gas field prices. © 

The Tuesday morning session will be com 
ducted under the chairmanship of Jam 
O'Malley, Jr., LeBoeuf, Lamb and Leiby. € 
Tuesday afternoon J French Robinson, pre 
ident, Consolidated Natural Gas Co. 
discuss “Underground Storage Problems’. 

On Wednesday morning, Clarence Miles i 
Miles & Stockbridge, Baltimore, and presides 
of the Maryland Bar Association, will join @ 
a panel discussion on rates with Leonard 
Spacek, Arthur Andersen & Co., Chicago. 

Joseph H. Mueller, of Ross & O'Keefe will 
be the chairman for the Thursday morning 
session. During the morning, the subject of 
economic depreciation will be discussed by 
a lecturer and a panel, including F. Warren 
Brooks, vice-president, Cleveland Electric 
Illuminating Co., and Mr. Ross. The Thuts- 
day afternoon session will be led by Morrell 
S. Lockhart, Gould & Wilkie, while the Fr- 
day morning meeting will be chairmanned 
by Edwin F. Russell, Cullen & Dykman. Henry 
F. Lippitt 2nd, Consolidated Natural Gas Co. 
will speak during this session on “Detet- 
mination and Distribution of Funds”. Me. 
Russell will follow with a discussion 0 
“Rate Making Problems During Conversion’. 
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@ The growth of industry and trade as- 
sociations, now numbering in the thous- 
ands, and the widening scope of their 
activities, is a unique facet of American 
business. How to make these activities 
most fruitful should be of concern to 
both the individuals participating in as- 
sociation activities and the manage- 
ments they represent. A corollary, of 
course, is how these individuals and their 
companies can best strengthen the func- 
tions of their association. 

Mr. Belden’s thoughtful analysis of 
“What makes a good association mem- 
ber” has particular validity for the gas 
industry and its associations. Though ad- 
dressed to the New England Gas As- 
sociation, which he has served for many 
years, Mr. Belden’s remarks are equally 
applicable to the American Gas Asso- 
ciation and its other associated groups. 
The A. G. A. MONTHLY publishes these 
excerpts in the same helpful spirit they 
were delivered to the NEGA annual 
meeting held in Boston, March 25-26, 
1954—The Editors. 


he theme “What constitutes a good 

association member?’ was suggested 
by the comment of several members of 
long standing to the effect that many new 
faces of younger men are seen at our 
meetings. In fact, we have been hearing 
for the last several years about the new 
blood which has been entering the New 
England gas industry. The thought 
arises that it might serve a constructive 
purpose if we could present some ideas 
which might help them to use the asso- 
ciation to the best advantage, thus per- 
forming a worth-while service for both 
their companies and for the association 
as well. 

In approaching this theme, there are 
two basic viewpoints; that of the gas 
utility primarily and that of the associa- 
tion primarily. Two groups comprise the 
utility approach; namely, management 
which includes principal department 
heads; and all other company employees 
who are individual members or who 
attend occasional meetings although they 
may not be members. 

Three groups comprise the association 
approach; namely, our new young part- 
ners in the business who have not yet 
achieved any association responsibilities ; 
utility employees who have achieved 
moderate responsibilities such as being 
junior officers of divisions or members 
of division boards or of various division 
or group committees; and those who 
have become officers or directors or di- 
vision chairmen or members of associa- 
tion committees. 


Let us consider the company view- 
point first. We have two parts here; 
management and the other employees 
who function with the association in 
one way or another. 

As for the management aspect, here 
afte six points which should help in se- 
curing maximum benefits from partici- 
pation in the New England Gas Asso- 
ciation: 


1. Select carefully a company’s newer 
employees who would, in the nature of 
things, benefit most from participation 
im association activities. 

2. Scrutinize advance notices of meet- 
ings or have this function performed by 
a responsible associate so that the com- 
pany may be appropriately represented at 
each meeting where the agenda seems 
important to the company’s operations. 

3. Require at least verbal and some- 
times written reports from one’s repre- 
sentatives who attend association meet- 
ings so that one’s company may secure 
maximum practical value. 

4. Cooperate adequately in supplying . 
program ideas, thus assuring appropriate 
consideration of questions of current in- 
terest to one’s company. 

5. Cooperate promptly in supplying 
data requested by the association staff 
for use in new editions of the member- 
ship and statistical directory and of its 
supplements. 

6. Give headquarters the benefit of 
any constructive suggestions on any phase 
of association activities. 


As for the company employees other 
than management, especially our newer 
and younger associates, here are 12 points 
which might help in securing maximum 
benefits from association participation. 


1. A sustained desire to make the 
maximum possible contribution to one’s 
own company. 

2. The imagination to see how new 
developments within the industry might 
be used by one’s own company. 

3. The willingness to give one’s com- 
pany a good return for making attend- 
ance possible at association meetings. 

4, The realization that, the more in- 
telligent and the more substantial a con- 
tribution one makes to association work, 
the more value his company will receive 
from association participation. 

5. The alertness to weigh the prob- 
lems of one’s company against a given 
presentation or discussion to secure max- 
imum information ona subject affecting 
one’s company directly and importantly. 
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6. The willingness to learn as well as 
to tell others what one knows—realizing 
that learning will loom larger than tell- 
ing in the early years. 

7. Concentrate on the program of a 
meeting so that all of the essential as- 
pects of questions under discussion may 
be understood in proper perspective. 

8. Make notes during meetings so 
that questions with a special reference to 
one’s company operations may be pur- 
sued further later. 

9. The initiative to question a fellow 
member about experience or ideas dis- 
closed which might be of special value 
to one’s Own company. 

10. Be on time for meetings and thus 
hear the entire program. 

11. Keep awake and pay attention at 
meetings, thus justifying the cost of be- 
ing sent to the meeting. 

12. The realization that company du- 
ties will vary from time to time in their 
immediate demands upon one’s time and 
that attendance at association meetings 
should also vary accordingly. 


Now, let.us turn from the company 
approach to the association approach 
with its three areas of participants: those 
with no official responsibilities, those 
with moderate responsibilities and those 
with maximum responsibilities. 

Let us first cover the new and young 
people who have joined various company 
staffs during the last several years and 
who have not yet assumed any associa- 
tion responsibilities. Here are ten quali- 
fications which are valuable to the asso- 
ciation. 


1. An open-minded approach toward 
new and better ways of doing things. 

2. The cultivation of understanding 
within the industry and the association 
areas as well as within the company area. 

3. A sustained interest in the develop- 
ment and progress of the gas industry. 

4. Keeping abreast of industry devel- 
opments as presented in the various in- 
dustry publications and association re- 
leases. 

5. A personal pride in helping to 
build the association into a better vehicle 
for securing more effective educational 
results along vocational lines. 

6. The flexibility to work effectively 
with groups of people along the. lines 
of vocational education. 

7. Adequate self-confidence to partici- 
pate in discussions, to ask questions and 
to volunteer appropriate information. 

8. The willingness to give as well as 


12 


to receive whenever one’s experience or 
ideas justify a contribution. 

9. Tolerance regarding the opinions 
of others rather than undue emphasis 
upon one’s own opinions. 

10. Understanding that questions of 
the most interest to the most members 
should receive preference, sometimes ex- 
clusive preference, over questions of 
more limited interest. 


Unlike the first group, the members 
of the second group have achieved such 
positions as junior officers of our divi- 
sions or members of division boards or 
of division or group committees. Here 
are 20 qualifications which are valuable 
to the association in many different ways. 


Officers’ qualifications 


1. An understanding of association 
operating methods. 

2. A working knowledge of the ap- 
propriate parts of an association's by- 
laws and an application of them along 
the line. 

3. An understanding of the limits of 
one’s authority when acting on behalf of 
the association or of any of its units. 

4. An understanding of the staff's 
problems and limitations as well as its 
objectives and possibilities. 

5. Administrative ability to assume a 
constructive leadership and to persuade 
other members to cooperate toward suc- 
cessful end results. 

6. The handling of one’s association 
responsibilities in both a competent and 
a dependable manner. 

7. The willingness to devote personal 
time outside of regular business hours in 
connection with responsibility as an offi- 
cial of some association unit. 

8. The imagination to see how the ac- 
tivities of a division or of a group or of 
a committee could be improved. 

9. The interest to advocate—some- 
times more than once—changes in pol- 
icy, procedure or content which would 
improve the results of some association 
unit. 

10. The imagination to see how some 
new industry development might be 
utilized advantageously by some associa- 
tion unit. 

11. The imagination to realize when 
some specific company experience or 
problem might constitute good program 
material. 

12. Studying one’s extra-curricular ac- 
tivities such as participation in A. G. A. 
work or in local community programs 


for ideas which may have useful value in : 


NEGA’s activities. 

13. The willingness to present these 
three foregoing kinds of material at q 
meeting of the appropriate unit. 

14, The most regular attendance pos- 
sible at meetings of boards or of com. 
mittees of which one is a member. 

15. Devote some time and thought to 
the objectives and to the possibilities of 
a division board or of a committee meet. 
ing before reaching the meeting. 

16. When a member of a nominating 
committee, to sponsor the best qualified 
members regardless of personal friend- 
ship. 

17. In program planning meetings, 
the ability to stick to the main issues 
under discussion without rambling al} 
over the lot .on ifrelevant points. 

18. The ability to set forth one’s 
views clearly in discussions, in meetings 
of boards and of committees as well as 
in the general meetings of various asso- 
ciation units. 

19. The ingenuity to secure appropri- 
ate speakers and panel members despite 
occasional refusals of persons invited 
first. 

20. Cooperation with the association's 
staff in suggesting company membership 
to visiting representatives of responsible 
manufacturer and distributor suppliers. 


Lastly and briefly, let us consider the 
third group in relation to the associa- 
tion viewpoint: the members who have 
achieved maximum NEGA responsibili- 
ties such as becoming division chairmen 
or association directors or officers. By 
and large, it is a fair assumption that 
most of the members who have reached 
this area have progressed through the 
other two areas just outlined. Thus, it 
seems a fair assumption that these mem- 
bers who have achieved maximum asso- 
ciation responsibilities have, for the most 
part, profited by the foregoing sugges- 
tions and exemplify the desirable qualifi- 
cations which have been outlined. 

If any of the members in the maxi- 
mum-responsibility category should feel 
in their own quiet inner hearts and 
minds that they could use to advantage 
seme of the suggestions that have been 
presented here, it can probably be stated 
safely that the members of the other 
two groups will have no objection to 
such a procedure. We do not suggest for 
a moment that this is necessary but 
merely that it is wholly permissible. 

As a matter of theory, there can be 
two extremes in attitude among people 
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who rise to the higher positions in any 
association, or in any phase of life for 
that matter. On the one extreme, there is 
the person who becomes slightly elated 
at his success with results that do not 
achieve a high score in the human-rela- 
tions field. On the other extreme, there 
is the person who allows his success to 
temper his personality unduly with a re- 
sult that he leans over backward to mini- 
mize his place in the picture. 

Here we have the human ego work- 
ing in two opposite directions. If one 
were to ponder this interesting study in 
human nature, one would probably reach 
the sound conclusion that neither ex- 
treme is desirable but that the middle 


ground, as in many things in life, is 
usually the most sensible course. After 
all, most of us hold many kinds of posi- 
tions in life, including association posi- 
tions, through the cooperation of our 
fellow associates. Our associates don’t 
want us to adopt either of these extremes. 

By and large, it can be said most ac- 
curately that NEGA as such has been 
most fortunate over the years in both the 
outlooks and the performance of those 
who have been kind enough to give of 
their time, energy and thought on the 
association’s behalf. Our association is 
one of the finest in the United States 
from the standpoint of our daily internal 
relationships. There have been cases of 


association managers who seem to spend 
half of their time trying to keep peace 
among their members or between certain 
cliques of their membership and the as- 
sociation staffs. 

It has most fortunately been NEGA’s 
history that it has been a most har- 
mMonious organization over a long pe- 
riod of years with the result that all of 
our energies have been freed to use 
along constructive lines that have pro- 
duced outstanding end results. Of all of 
the suggestions covering qualifications 
that make for the best association re- 
sults which have been presented here, 
the most important one is that of out- 
standing membership harmony. 





A.G.A. committee adopts revised approval requirements 


T THE 64th meeting of the Approval Re- 

quirements Committee, held at the 
A.G. A. Laboratories March 30, revisions and 
additions to 13 current American Standards 
covering gas appliances and accessories were 
adopted. The standards apply to domestic gas 
ranges, incinerators, clothes dryers, water 
heaters, room heaters, duct furnaces, floor 
furnaces, vented recessed heaters, boilers, 
central furnaces, gas valves, counter appli- 
ances and portable gas baking and roasting 
ovens. The revised standards were adopted to 
become effective January 1, 1955, with the 
exception of the last two which became effec- 
tive at once. They will be submitted to the 
American Standards Association, Inc., for 
approval as American Standard. 

The new provisions will be applied to all 
of the above types of equipment received for 
test by the A. G. A. Laboratories following 
the effective date. Appliance and accessory 
manufacturers, however, may have their units 
approved under the new standards at any time 
in advance of January 1, 1955. 

The standards for domestic gas ranges in- 
clude new requirements covering the perform- 
ance of automatic ignition systems when sup- 
plied for top burners as well as broilers and 
ovens, top burner efficiency, marking, wiring 
diagrams, installation instructions for the 
guidance of the field installer and other re- 
finements in line with the industry's recom- 
mendations. Under this standard, high broil- 
ets of gas ranges will be required to reach 
an average broiler temperature of 530 F above 
foom temperature within 12 minutes. 

Since the current requirements for gas in- 
cinerators are not explicit as to their field 
application, incinerators approved by the 
Laboratories under the revised standard will 
be limited to those which are manufactured, 
sold and installed as a package, completely 
assembled and direct-fed. They cover as- 
sembled units limited in capacity to five cubic 
feet and a burning rate of 25 pounds per hour 
of waste material having a heating value of 
6500 Btu per pound. 

Gas incinerators approved by the Labora- 
tories will be suitable for the disposal of 
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both Type 1 and Type 2 wastes which in- 
clude (1) rubbish, consisting of dry com- 
bustibles with moisture not exceeding 25 per- 
cent by weight, such as wastes made up of 
paper, rags, sctap wood, cartons, floor sweep- 
ings and (2) refuse, consisting of an approxi- 
mate even mixture of rubbish and garbage by 
weight, common to residential occupancy. 

Heating elements will be required to be 
tight under the revised vented room heater 
requirements and no flue gases will be per- 
mitted to issue from the relief openings of 
draft hoods. Testing procedures for checking 
compliance with these provisions have been 
included in the new room heater standard and 
the tests can be readily performed by any ap- 
pliance manufacturer at his factory with a 
minimum of equipment. 

Requirements for the approval of gas water 
heaters for natural gas only rather than for 
all city gases, were adopted. Water heaters 
approved under these requirements for natu- 
ral gas will be clearly labeled, “This Appli- 
ance Approved Under Optional Natural Gas 
Requirements”, to indicate that other city 
gas burners and controls may not be avail- 
able from the manufacturer. All water heaters 
approved for use with natural gas will be 
tested with natural gas and checked for sat- 
isfactory burner and pilot operation with 1400 
Btu per cubic foot 1.42 specific gravity bu- 
tane gas-air mixture. This new requirement 
is expected to improve the burner perform- 
ance of some “border line”’ cases. 

Approval granted gas water heaters under 
these optional natural gas requirements, how- 
ever, should not be construed to mean that 
the appliance has fully complied with the 
provisions covering approval for use with LP- 
gas-air mixtures. Before a manufacturer may 
be authorized to display the Laboratories’ reg- 
istered Approval Seal on appliances designed 
for use with other gases, separate tests must 
be performed to assure compliance with the 
separate provisions covering appliances for 
such applications. The type of gas for which 
the water heater has been equipped by the 
manufacturer is required to be clearly indi- 
cated on the rating plate attached to the ap- 


pliance for the guidance of the field installer. 

A provision has been added requiring water 
heaters to be provided with pilot filters which 
will satisfactorily remove dust and other for- 
eign matter except when a gum filter is speci- 
fied. The pilot filter is to provide freedom 
from pilot stoppage 150 times greater than 
that of an unprotected pilot. 

Duct furnaces approved by the Laborato- 
ries under the new duct furnace standard are 
to be supplied with detailed instructions for 
proper and safe installation, operation and 
maintenance in the field. Such units, when 
used in conjunction with refrigeration, are to 
be installed on the up-stream side of evapo- 
rator coils to avoid condensation on the heat- 
ing element. When the heating element is 
made of corrosion resistant metal, a duct 
furnace may be installed down-stream from 
evaporative coolers or air washers. Stainless 
steel, ceramic coated steel or an aluminum 
coated steel in which the bond between the 
steel and aluminum is an iron-aluminum 
alloy are considered to be corrosion resistant. 

Devices which deliver air below the dew 
point of the ambient air around the appliance 
are considered as refrigeration systems under 
the revised standard for duct furnaces. 

Impact and bending tests have been in- 
cluded in the listing standards for gas valves 
for the first time. Under this standard, gas 
valves made of metals other than the tradi- 
tional brass or steel may be listed by the 
Laboratories. An impact or striking force of 
two foot pounds will be applied to all gas 
range top burner valves and they will be then 
checked for breakage and leakage. 

While a number of new provisions have 
been included in the gas appliance and ac- 
cessory standards, many other revisions have 
been incorporated, some of an editorial na- 
ture, some to clarify the intent and others to 
simplify testing procedures while retaining 
the same end results. The standards were re- 
cently released to gas appliance designers and 
equipment manufacturers for their informa- 
tion. Copies of these standards may be ob- 
tained from the American Gas Association 
Laboratories, 1032 East 62nd St., Cleveland. 
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Laboratories move 
into south wing 














Range will be changed periodically in all-gas display kitchen, available to 
equipment manufacturers who need modern settings for advertising purposes 


odern executive and clerical offices 

together with industry committee 
meeting rooms were recently completed 
and placed in use by the American Gas 
Association Laboratories in Cleveland, 
Ohio. They are located on the second 
floor of the south wing addition erected 
during 1952. 

Two new committee rooms have been 
provided for use by the Approval Re- 
quirements Committee, its subcommit- 
tees, gas research groups and other in- 
dustry activities. Each has been provided 
with telephone service and an adjoining 
cloak room. The smaller room can con- 
veniently handle a group up to 12 per- 
sons while the larger room will accom- 
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modate up to 60 persons with ease. 

While the main committee room 
houses the Laboratories’ library collec- 
tion of bound periodicals, transactions 
and proceedings volumes, the Labora- 
tories’ reference collection of records, re- 
ports and books are retained in the li- 
brary office adjoining this committee 
room. A folding partition is used to sep- 
arate the library office from the commit- 
tee room during meetings. 

The completed building features a 
2,200 sq. ft. general-purpose central as- 
sembly area for larger group meetings 
and luncheon space as well as employee 
social activities. 

Two all-gas kitchens are on display in 


Walls in two tones of green, sound absorbing ceilings and glemb 


ial section. Built-in wall cabinets along corridor provide space fy i , 
cal su 


Bright and airy is the Laboratories central assembly room for le 
employee social activities. Small gas kitchen is used for prep 


the central assembly area. The display 
kitchens are used by the Laboratories 
staff at “coffee break” and for prepara- 
tion of hot noontime lunches. The larger 
all-gas kitchen displays a fully automatic 
gas range which is changed periodically, 
and a gas refrigerator. The smaller 
kitchen contains a top burner section, 4 
gas refrigerator, and an automatic dish- 
washer. They are available for use by 
equipment manufacturers needing a mod- 
ern all-gas kitchen background for ad- 
vertising and publicity purposes. 


The new offices and meeting areas are’ 


functional in design. They meet special- 
ized needs, permit grouping of related 
activities to best advantage, and reduce 
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are features of the new secretar- 


Main committee meeting room accommodates groups of 60 or less. Large conference table seats 20 persons. 
wpplies and Laboratories publications 


Adjoining is Laboratories library office, where reports, historical records and reference books are kept 


industry committee luncheons, and 
tereshments during morning coffee break 


Modern executive offices are features of the new Laboratories layout. Corner view of director's office 
shows functional design of furniture, wall-to-wall carpeting. Office is air conditioned throughout 


corridor movement to a minimum. 

The walls have been finished in two 
tones of green, with white ceilings and, 
except for wall-to-wall carpeting in the 
executive offices, the floors are finished 
in a harmonizing pattern with vinyl-as- 
bestos tile in shades of green and gray. 

Built-in wall cabinets with shelving, 
located in the administrative offices, are 
an unusual feature. These built-in cabi- 
nets also form the inner wall of the cor- 
tidor which encircles the central as- 
sembly area. They provide ample storage 
space for office supplies, Laboratories 
publications, and other miscellaneous 
material. 

Each office and meeting area is 
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equipped with acoustical ceilings, fluo- 
rescent lighting with an average intensity 
of 50 foot candles, providing bright il- 
lumination without glare. Each room is 
fully air-conditioned. Gas equipment in- 
stalled in a penthouse on the roof is used 
for heating or cooling as needed. All 
duct work, wiring and other services are 
concealed in a three-foot space above 
the ceiling. 

Expansion of the Cleveland Labora- 
tories was started in 1951 to meet the 
rapidly-expanding growth of the gas in- 
dustry which has caused the increased 
need for appliance testing, research and 
administrative services. At that time a 
20,000 sq. ft. two-story south wing 


building was added to the original struc- 
ture. This comprised the first major addi- 
tion to Cleveland Laboratories facilities 
since 1928. The first floor of the south 
wing was placed in use upon completion 
and the interior of the second floor left 
unfinished pending subsequent expan- 
sion. The south wing has now been com- 
pleted by construction of these adminis- 
trative facilities. 

Further expansion of existing Labora- 
tories facilities at Cleveland is under way 
with the erection of a 17,800 sq. ft. north 
wing addition. This will provide needed 
expansion of the appliance and accessory 
testing services. Construction is expected 
to be completed during 1954. 








A new sales promotion policy and 


alert public relations 


doubled residential sales 18 months — 


After natural gas 
came to lorrington 
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By SAMUEL FERGUSON, JR. 
Vice-president 

The Connecticut Power Company 
Hartford, Connecticut 


Orrington was the first community in 

Connecticut to have natural gas, with 
conversion to 1030 Btu operations com- 
pleted on September 4, 1952. 

In February 1954, the 18th month of 
operation with natural gas in Torring- 
ton, our residential sales including house 
heating were 103 percent above Febru- 
ary 1953. Residential gas revenue showed 
an increase of 59 percent for the same 
period and represented an increase of 
93 percent over February 1952. 

Our experience at Torrington may 
have been duplicated in other New Eng- 
land communities when natural gas ar- 
rived. What the coming of natural gas 
meant to us was an improved and inten- 
sified public and customer relations ef- 
fort and a complete reversal of previous 
policies of a predecessor company in the 
sale and service of gas appliances. 

The results that emerged after 18 


16 


months were not only increased gas use 
and increased gas revenue, but an im- 
proved relationship with both the public 
and gas appliance dealers. Though our 
Torrington division is in a small com- 
munity in which we have less than 
6,000 meters, a review of our accom- 
plishments may prove of value to other 
gas utilities. 

Prior to the Torrington conversion, 
there had been a considerable amount of 
unfavorable publicity in Connecticut pa- 
pers about the “‘conversion” experience 
of gas customers in Westchester County 
in New York and in Massachusetts. 

We announced a rate reduction aver- 
aging about 10 percent with the greater 
amount going to large residential users. 
On the new residential rate, the average 
price of the first 5000 cu. ft. per month 
is $2.24 per Mcf. and excess is priced at 
$1.30 per Mcf. In our publicity we 
played up, rather than down, the incon- 
venience of conversion, the difficulty of 
getting used to the “‘lazy’’ flame, etc. 

On the day before the start of conver- 
sion work, a city gate ceremony, fol- 
lowed by a reception and refreshments 
outside a neighboring tavern, was held 


Before conversion work began, city officials, civic leaders, appliance ‘ 
and employees attended a city-gate ceremony at which Connecticut Utilities 
mission Chairman Loughlin and Torrington’s Mayor Daley were principal spay 


for city officials, civic leaders, appli- 
ance dealers, and employees. Chairman 
Loughlin, of the Public Utilities Com- 
mission, and Mayor Daley were the prin- 
cipal speakers. 

The two-step conversion was carried 
out by Conversions and Surveys, Inc. in 
a manner that was satisfactory to our 
customers. The factor used in converting 
cubic feet of manufactured into equiva- 
lent feet of natural in billing for the 
“split” month was in the customer's fa- 
vor and the new rate was applied to all 
gas billed subsequent to conversion. We 
had the good fortune to go through con- 
version with improved, rather than tem- 
porarily impaired, customer relations. 

Before 1952, we had followed the 
practice of the predecessor company 
(The Connecticut Power Company 
merged with the Torrington Electric 
Light Company in 1947) and had not 
sold or serviced gas appliances and had 
not actively promoted the sale of gas 
house heating. In July 1952, we com- 
menced selling gas appliances and com- 
menced an active and aggressive promo- 
tion of dealer sales. Coincident with the 
introduction of natural gas, we com- 


AMERICAN GAS ASSOCIATION MONTHLY 








int 
fac 


nai 
ice 
nu 
cot 
fre 













Over 4,000 hot dogs and coffee prepared in a 
glass-lined gas water heater were served by mem- 
bers of sales department during the afternoons 





menced the servicing of all gas appli- 
ances. 

Conversion records, which were care- 
fully kept, gave us an up-to-date survey 
of customers’ gas appliances plus a rec- 
ord of each customer's central or kitchen 
heating equipment. 

We have approximately 5,700 residen- 
tial gas customers in Torrington. Prior 
to the introduction of natural gas, resi- 
dential sales in terms of 1,000 Btu gas 
were approximately 57,750 Mcf. a year 
to non-house heating customers (an av- 
erage of $.84 per month) and approxi- 
mately 3,175 Mcf. to 20 house heating 
customers. 

Contributing to the immediate in- 
crease in residential use following the 
introduction of natural gas, were three 
factors other than the sale of gas-using 
appliances. Prior to the introduction of 
natural gas, the company had not serv- 
iced gas appliances and an unknown 
number were restored to good working 
condition by conversion. The change 
from 528 Btu to 1030 Btu gas increased 
use by an undetermined amount. Cus- 
tomer reaction to a rate reduction which 
was discernible in the first bill received 
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following conversion was favorable. 

From the outset and throughout the 
entire 18 months since natural gas was 
introduced, high bill complaints have 
been negligible. 

On August 31, 1952, we had 20 house 
heating, 62 kitchen heating, and 22 com- 
mercial space heating customers. We 
waited until the spring of 1953 to push 
house heating and concentrated on 
kitchen heating, water heating and com- 
mercial space heating. 

Six months later, we had 332 kitchen 
heating customers, 42 commercial space 
heating customers and 36 house heating 
customers. 

In February, 1953, the sixth month 
of operation with natural gas, our resi- 
dential sales on an equivalent Btu basis 
were 66-per cent over previous year sales. 
Due to the rate reduction and to in- 
creased use, the average price paid by res- 
idential customers (including house 
heating) was $2.58 per Mcf. in Febru- 
ary, 1953, as compared with $3.53 per 
Mcf. in February, 1952. In spite of this, 
in February, 1953, residential revenue 
(including house heating) was 21 per 
cent above 1952. 


Salesman demonstrates the workings of live gas appliance, one of many 
on display in the utility's unused coke shed, to a young Torrington family 


Pony rides, music by the town band and a glass 
blowing exhibit provided fun for all during three 
day open house at gas plant to tell customers about 
company’s expanding natural gas operations 





In the spring of 1953 we started 
pushing central heating and continued 
to push kitchen heating. Early in the 
summer, oil dealers took alarm and 
helped us by a series of full-page adver- 
tisements of the most derogatory nature. 
First, the cost of natural gas was de- 
rided; next, its reliability; and finally, 
safety. 

In August, to demonstrate the reliabil- 
ity and safety of our service, we held a 
three-day open house at our gas plant to 
which we invited all of our customers. A 
live appliance exhibit in the now unused 
coke shed, an industrial products dis- 
play by local manufacturers, a glass- 
blowing exhibit, were some of the fea- 
tures. Entertainment included the town 
band and pony rides. Coffee was served 
from a glass lined water heater. Hot 
dogs (upwards of 4,000) were cooked 
and served by members of the sales de- 
partment in the three afternoons. 

In the six-month period, April 1 to 
September 30, 1953, 135 kitchen heat- 
ing and 64 central heating installations 
were made. For the calendar year, 1953, 
appliance installations were as follows: 

(Continued on page 56) 
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Before natural gas arrives, Vancouver 


utility starts information and training program for dealers 


Preparing the 
way for sales 


Heating your home with... 
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By J. H. TAYLOR 


Residential Sales Manager 
B. C. Electric Company, Ltd. 
Vancouver, Canada 


C. Electric Co., along with other util- 
B. ities having gas distribution fran- 
chises in the cities of the Pacific North- 
west, is preparing for the day when natu- 
ral gas is available. 

An intensive “‘pre-natural gas” infor- 
mation and training program was started 
by our company last fall for manufac- 
turers, distributors and dealers of gas 
equipment in the territory we now serve 
with manufactured gas—metropolitan 
Vancouver, Victoria and surrounding 
municipalities. We are a non-merchan- 
dising utility with a complete dealer plan. 
Particular emphasis has been given to gas 
heating, but the whole gas appliance and 
equipment picture was touched upon. 

Up to now there has been only a lim- 
ited amount of gas sold for space heating 
—around 2,500 customers out of nearly 
60,000 gas meters on the line. There is 
a lot of interest at the gas appliance and 
equipment industry level in the “natural 
gas” market to be. This is most evident 
amongst distributors and retailers of 
space heating equipment. 


The program can be divided into three 
parts. 

1. Publication of a guide to gas heat- 
ing. Recognizing that few local heating 
contractors, plumbers, and appliance 
dealers had any background knowledge 
on gas heating but many wanted to enter 
this field with the coming of natural gas, 
we prepared a 28-page book on this sub- 
ject. Copies have been delivered person- 
ally and explained in detail by members 
of our Dealer Services Section to present 
and prospective distributors, dealers, 
their sales staffs and installers of gas 
heating equipment. 

The basic purpose in publishing the 
book was explained in the foreword writ- 
ten by H. N. Walters, general sales man- 
ager, B. C. Electric Company. It said, in 
part, “There has been a sustained interest 
in gas as a heating fuel since the possibil- 
ity of a pipeline to the Vancouver area 
was first announced. Vast market possi- 
bilities will develop immediately when 
it is confirmed that natural gas will be 
made available to this territory. Basic 
knowledge and information on this im- 
portant new market will help all those 
interested in the sale and installation of 
equipment. For this primary reason your 
utility company has issued this sales 
guide on gas heating. Other booklets 
dealing with technical details will follow. 
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“A second but equally important rea- 
son is to encourage a high standard dur- 
ing the interim period before natural gas 
arrives. Remember, an unsatisfactory in- 
stallation now may affect the future 
thinking of many friends of a dissatisfied 
customer. It is equally true that a satis- 
fied customer invariably influences addi- 
tional gas heating installations. These 
satisfied customers are usually found 
where competent sales and installation 
men have cooperated to ensure that the 
right type and size has been properly in- 
stalled. It is to our mutual interests that 
gas heating be properly sold, correctly in- 
stalled, and backed by an adequate serv- 
ice policy.” 

The book contained a listing and ex- 
planation of company services for both 
dealer and customer, reviewed the advan- 
tages of gas heating, listed types of gas 
heating equipment, explained how op- 
erating costs are determined by heating 
surveys, and devoted a section to “Mak- 
ing the Sale.” Booklets on gas service 
connections, rate schedules and for the 
consumer were inserted. 

We have also published and distrib- 
uted to the trade a complete list of dis- 
tributors and jobbers in this area who 
handle gas heating equipment. 

2. Our gas training course for equip- 
ment distributors was attended by 33 
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FURNACES 





Small homes can be heated with a floor 
furnace. Where there is a central hall a 
floor-register can be used. Freq , ad- 
joining rooms are heated by 

registers in partitions. Like the large gas 
furnaces, the floor types may be com- 
pletely automatic and are economical to 
install and operate, and of course take up 
little or no useful space. 

















































One page of guide to 
gas heating circu- 
lated among contrac- 
tors, plumbers and 
appliance dealers to 
give natural gas 
background informa- 
tion. Booklet was de- 
livered personally by 
members of company’s 
dealer service section 


those asked to present them. 

After 105 hours of lectures and dem- 
onstrations, an appreciation of the utility 
problems, of the general background 
prior to natural gas entering this area 
and of gas as a fuel of the future in this 
area was given to the keymen in the 


The class- was limited in size because 
we wanted to get the right men enrolled 
and for practical reasons in handling the 
demonstrations, etc. These were the men 
who would set policy and formulate the 
thinking of the entire gas appliance and 
heating trade. It was important they be 


In our opinion the time and effort we 
gave and the experience we met in con- 
ducting this class has been well worth- 
while, as has been the time spent by 
those who took the course. Next fall we 


seperete room. 
Many designs of modern, attractive wall 
WALL heaters are available for heating detached 
HEATERS portions of the home or supplementing 
other heating in rooms w! required. 
Two or more heaters may be used to pro- 
vide zone temperature control for a five 
or six room bungalow or apartment. 
Where spece must be seved ond other 
be ewkwerd to instell end expensive, neet 
ers. may be pleced in portitions. There 
which heet twe rooms et the some time, 
in combinetion, well heaters con provide 
fort throughout the heme. 
CIRCULATING The circulating heater is designed to 
heat single or adjoining rooms at mini- 
HEATERS mum installation and operating cost. It 
is most efficient when controlled by a 
thermostat. Most circulators depend on 
natural-convection circulation, but forced- 
‘air fan circulators are available. 
Circulating heoters ere ayciloble in either convection 
or forced-cir styles to heot individual or odjeining 
1- rooms. 
[- . 
AS 
1- PERIMETER This illustration shows how duct- 
work may be imbedded in slab 
¥ HEATING floors with registers around the peri- 
d meter of the home putting a barrier 
S- of warm air in front of windows, 
"a doors and outside walls. In homes 
with basements, or with crawl space 
se under the floor, ductwork may be 
id located between the floor joists. 
mn 
re 
n- managers, sales managers, and senior ance between the academic or theoretical 
at sales representatives of local heating and the practical levels. We were most 
n- equipment manufacturers and distribu- fortunate in having a particularly well 
v- tors. They were invited by personal so- qualified staff from the University of 
licitation to attend a five-hour course British Columbia to instruct in theory. 
x: each Wednesday for 21 weeks through The practical demonstrations and work 
th the winter. The programs started at 4 were given by our company staff ably 
n- pm. and lasted to 9 p.m. with a group helped by large manufacturers who sent _ trade. 
as dinner between 6 and 7 p.m., at which out some of their key men to handle cer- 
p- shop talk continued. tain parts of the program. 
ag This course was designed to indoc- Subjects ranged from the basic theory 
k- trinate the top men in the heating equip- of combustion of gaseous fuels through 
ce ment distributors trade in all general as- _ heat loss calculations, proper installations 
he pects of natural gas and gas heating and and trouble shooting. 
to upgrade interim period heating instal- Facilities at the University, at the Vo- 
b- lations. It was developed by W. E. Hol- cational Training Institute and at our well informed. 
is- land, sales training director for our com- company office were used for this work. 
ho pany. Another effect of having this Never before have I seen a group of 
group meet under our auspices was to busy men, mostly in the managerial cate- 
ip foster better feeling between competitors. gory, be in such faithful attendance. It 
33 Subjects were treated with a nice bal- spoke well for the subjects chosen and 
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J. H. Taylor, author of “Preparing the 
Way for Sales” looks forward to the ad- 
vent of natural gas in the Northwest 


hope to give the same opportunity to a 
larger group at the distributor level by 
repeating the course. 

3. Our training course in gas heating 
and appliances, including installation, 
maintenance and sales, was designed to 
suit the needs of men at the retail level 
of sales, installation and servicing. It was 
sponsored by our company in conjunc- 





tion with the night school department of 
the Vancouver schools and held at the 
Vocational Training Institute. Admission 
was limited to persons engaged in the 
industry. A maximum of 35 enrollments 
per class was quickly exceeded for the 
Tuesday and Thursday groups. An iden- 
tical program was used for both groups. 

The subjects were similar to the dis- 


tributors’ program but at a level to ft 
the time available and the type of stu. 
dent enrolled. Wherever possible we 
used the instructors who conducted oye 
Wednesday course. 

At the same time every opportunity 
is taken to train employees of our general 
sales division by using the same type of 
program outlined above. In addition our 
regular sales training program conducted 
by our Dealer Services Section for the ap. 
pliance trade is a continuous one dealing 
with basic principles of selling and pre. 
senting the advantages and benefits story 
on each type of appliance. 

The three activities outlined served 
the main purpose of broadening the 
knowledge of gas use, gas appliance, in- 
stallation and servicing, and have shown 
immediate results, although primarily in 
tended as part of our over-all “pre-natu- 
ral gas” industry education plan. They 
will be continued next fall before which 
time we hope there will be a favorable 
decision for the bringing of natural gas 
to Vancouver and the other fast growing 
cities of the Pacific Northwest. 





Expanded activities under way in A.G.A.’s PR program 


MERICAN GAS ASSOCIATION has 

launched a program of new public relations 
activities to. assist gas companies locally and 
to improve the atmosphere for the gas indus- 
try nationally. 

Supervision will be exercised by the A.G.A. 
Public Information Committee, Willis M. 
Kimball, director of information, The Colum- 
bia Gas System, Inc., chairman. Remick Mc- 
Dowell, vice-president, The Peoples Gas Light 
& Coke Co., has been appointed chairman of 
a Public Relations Coordinating Subcommittee 
to work with Independent Natural Gas As- 
sociation of America, Gas Appliance Manu- 
facturers Association, Liquefied Petroleum Gas 
Association, and other industry organizations. 

Three new major public relations activities 
and a aumber of lesser activities are being 
inaugurated by A.G.A. this year. First of 
these is a series of regional public relations 
conferences to stimulate greater local utility 
action. Company representatives will be en- 
couraged to “let their hair down” at these 
sessions and work out methods of meeting 
their individual public relations problems. 
Initial meetings in the series will be held in 
New England this June, under joint sponsor- 
ship of New England Gas Association, A.G.A.., 
INGAA and GAMA. 

Additional workshops are under considera- 
tion for September and November. It is 
planned that each session will be held in co- 
operation with regional gas associations in 
the area concerned, as well as with INGAA 
and GAMA. A.G.A. also is making arrange- 
ments for the appearance of public relations 
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speakers at national and regional gas indus- 
try conferences and conventions. 

Special A.G.A. public relations bulletins to 
member companies will provide an exchange 
of material, successful ideas and techniques. 
Entitled Intercom these bulletins will appear 
periodically beginning early in May. 

A.G.A. also plans to expand its current flow 
of gas industry information to local com- 
panies, including publicity releases, facts, 
photographs and background material. ‘These 
will assist local companies in developing their 
relations with the public, customers, com- 
munities, investors, government and labor. 

Tentatively planned for 1954 are one or 
more “how-to-do-it’” booklets on the appli- 
cation of public relations techniques to specific 
gas industry problems. 

In preparation for the new activities, A.G.A. 
is surveying member companies to ascertain 
their immediate and long-term public relations 
problems. Information is being collected on 
the specific public relations activities and 
requirements of each gas company. 

Earlier this year, the A.G.A. Board of 
Directors, in a special resolution, requested 
all member companies to take any steps neces- 
sary to preserve and strengthen the private 
enterprise system. The extent to which these 
companies would use an advertising mat 
service on the private enterprise theme is 
being studied. 

Two current A.G.A. activities are playing 
an important role in assisting gas utilities. 
The School Education Program will be con- 
tinued throughout 1954. About 10,000 of the 
initial teachers’ kits, ‘Natural Gas—Science 


Behind Your Burner’, have been distributed 
to schools throughout the country. Contents 
have been carefully evaluated by National 
Science Teachers Association and have been 
widely acclaimed by teachers and school prin- 
cipals. A new booklet entitled “Experiments 
with Gas” also is now available. 

Another major A.G.A. tool for developing 
better public relations is the new customer 
training program, “Principles of Customer 
Relations.”” This is a complete packaged pro- 
gram for training utility company employees 
in courteous and efficient treatment of cus 
tomers. The course is based upon years of re- 
search and study by joint Customer Relations 
Committees of American Gas Association and 
Edison Electric Institute accounting groups. 
(See page 46, this issue of the MONTHLY.) 

Specific steps are now being taken to co 
ordinate present and new A.G.A. projects 
with the public relations programs of Gas Ap- 
pliance Manufacturers Association, Indepes- 
dent Natural Gas Association of America, 
Liquefied Petroleum Gas Association, and 
regional gas associations. Agreement upon 
over-all policies and objectives will permit 
coordinated attacks by all segments of the 
industry on their major public relations prob- 
lem. 

A.G.A.’s new public relations activities, 8 
well as current public information work, are 
financed this year from the Association's mem- 
bership dues fund. A.G.A.’s school activities 
are financed by the PAR fund. Current and 
authorized A. G. A. projects specifically dé 
rected toward improved public relations total 
about $150,000 this year. 
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Personnel leaders review tasks 





Imost 100 personnel and other 

executives of gas utilities and trans- 
mission companies attended the sixth 
National Personnel Conference of the 
gas industry held in Chicago—April 
15 and 16. 

This conference was sponsored by 
the Personnel Committee, Great Lakes 
Personnel Conference, Midwest Per- 
sonnel Conference of the General 
Management Section of the American 
Gas Association and Employee Relations 
Section of the Southern Gas Associa- 
tion. Elmer L. Ramsey, assistant vice- 
president, Laclede Gas Co., and chair- 
man, A. G. A. Personnel Committee, 
presided at all of the sessions. Howard 
B. Noyes, senior vice-president, Wash- 
ington Gas Light Co., and chairman, 
A. G. A. General Management Section 
introduced the 1954 conference. 

The program, marked by the contri- 
butions of outstanding speakers from 
personnel and related fields, was pre- 

by a committee on arrangements 
headed by Leslie A. Brandt, The Peoples 
Gas Light and Coke Co., Chicago. 

Dr. Charles Roos, founder and presi- 
dent of the Econometric Institute, Inc., 
discussed the use of business forecasts as 
they are related to present economic and 
business situations. Dr. Roos reviewed 
and illustrated several of the complex 
techniques of economic analysis, as de- 
veloped and utilized by his organization. 

Dr. Fred Harbison, Professor of In- 
dustrial Relations and executive officer 
of the Industrial Relations Center at the 
University of Chicago, delivered an in- 
teresting series of observations on the 
management phases of enterprise sys- 
tems in France, Belgium and Italy. He 
pointed out that an intensive study of in- 
dustrial organizations in Europe pro- 
vided an effective way to obtain an 
appropriate perspective for an objective 
appraisal of American industrial man- 
agement. 

Dean H. Mitchell, president of North- 
em Indiana Public Service Company and 
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second vice-president of A. G. A., de- 
livered an address at Thursday's lunch- 
eon session on the effect of labor legisla- 
tion on industrial relations. He made a 
number of observations on State Labor 
Legislation, related a number of circum- 
stances that were appropriately gov- 
erned under Indiana labor legislation. 

During the afternoon session Dr. Ren- 
sis Likert, professor of psychology and 
director, Institute for Social Research, 
University of Michigan, summarized 
some of the generalizations that can be 
drawn from the systematic research con- 
ducted by the Institute. He pointed out 
that when a worker feels that his boss 
sees him only as an instrument of pro- 
duction, he is likely to be a poor pro- 
ducer. However, when he feels that his 
boss is generally interested in him, his 
problems, his future, and his well-being, 
he is more likely to be a high producer. 

Dr. Likert further pointed out that 
personnel people have an important task 
tc perform in helping the line organiza- 
tion to appreciate that employee-centered 
supervision yields better production and 
job satisfaction than production-centered 
supervision. 


Cites arbitration 

Dr. Robben Fleming, director, Insti- 
tute of Labor and Industrial Relations, 
University of Illinois, discussed his views 
of labor-management relations at the 
morning session on Friday by outlining 
several conclusions that have come out 
of his extensive experience as an arbi- 
trator. He cited some of the shortcom- 
ings of management in handling of 
grievances which go to arbitration and 
suggested steps which a company might 
take to strengthen their position. 

Karl B. Nagler, vice-president in 
charge of operation, The Peoples Gas 
Light and Coke Co., Chicago, gave an 
operating man’s view of industrial re- 
lations. Mr. Nagler reviewed the history 
of industrial relations in Peoples Gas 
and the part which is now being played 





by the industrial relations people. As he 
put it, “It is a full-time job to run our 
Operating show— it is flying in the face 
of Providence to attempt also the job of 
the industrial relations specialist.” Mr. 
Nagler then reviewed the many areas in 
which the industrial relations people can 
and are assisting the operating executive 
do a mote effective job. 

Dr. Leon A. Bosch, associate dean, 


Dean H. Mitchell, president, Northern Indiana Public 
Service Co., and A. G. A. 2nd vice-president, addresses 
luncheon session at annual personnel conference 


School of Commerce, Northwestern Uni- 
versity, a well known authority in the 
field of management development, spoke 
on ‘The Economic and Social Reasons 
for Management Development” at the 
luncheon meeting on Friday. Dr. Bosch 
reviewed the community of interest be- 
tween business and the educational sys- 
tem. He outlined some of the social and 
economic forces which make it necessary 
for management to do a continuing job 
of employee and management -develop- 
ment in present-day society. 
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Coast gas 


W. M. Jacobs (left), 
Miss P. A. Speidel and 
W. B. Kirk examine 
range part during 
demonstration to spur 
gos industry interest 


R. C. Weast, E. L. Hall 
and Guy Corfield (I. 
to r.) discuss Tuesday 
program on corrosion 
and appliance trends 
in which they took part 
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men See 


new range 


G. S. Coates (left) and 
R. R. Taylor review 
venting of domestic 
gas appliances during 
opening session of 
A.G.A.-PCGA meeting 


J.E. Kern, PCGA, Harry 
Warren, SoCal Gas, 
Roy Siskin, A. G. A. (I. 
to r.) consider report on 
current A. G. A. domes- 


research projects 
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ads te interest 
a PAR activity inthe Amer- 
ican Gas Asso- 


ciation’s domestic gas research program 
and the first Pacific Coast showing of ex- 
perimental gas range units resulted in a 
record registration at the Domestic Gas 
Research and Utilization Conference 
held in Los Angeles March 23-24 under 
the joint sponsorship of A. G. A. and 
the Pacific Coast Gas Association. 

Among the 225 registrants at the Am- 
bassador Hotel were a number of top 
utility and gas range manufacturing ex- 
ecutives, attracted by a repeat perform- 
ance of the experimental range demon- 
stration first held in Cleveland last Jan- 
uary. Developed as a PAR activity at the 
A. G. A. Laboratories in Cleveland, 
these sections featured advances in range 
top burners, pilot lights, valves, a radi- 
ant broiler burner and a new indirect 
oven. 

At the opening session of the two-day 
meeting, delegates were greeted by 
George S. Coates, Southern Counties Gas 
Co., Los Angeles. The morning session, 





under the sponsorship of R. R. Taylor, 
Fraser & Johnston Co., San Francisco, 
was devoted to a discussion of venting 
domestic gas appliances. 

A review of current and pending vent- 
ing research being conducted at the 
A. G. A. Laboratories was led by Walter 
B. Kirk, chief research engineer at the 
Cleveland Laboratories. New develop- 
ments in multi-venting and multiple 
story venting were the subject of a paper 
by Alan Kinkead, president of William 
Wallace Co., Belmont, California. Dis- 
cussion leader for the session was Rich 
ard L. Stone, also of William Wallace 
Company. 

The presentations revealed progress 
being made in a number of aspects of 
venting and aroused an excellent dis- 
cussion among the delegates. 

Conference attention was again dé 
rected to gas range developments at the 
opening day luncheon, where Harold 
Massey, assistant managing director of 
Gas Appliance Manufacturers Associt 
tion, was the featured speaker. Mr. Mas 
sey praised the PAR-developed range 
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units as 2 concrete example of the re- 
sults to be obtained from the Gas Indus- 
try Development Program and told the 
delegates of some of the developments 
to be expected from individual manufac- 
turers’ research programs. Arthur F. 
Bridge, president of Southern Counties 
Gas Co., presided at the luncheon. 

The Tuesday afternoon session, spon- 
sored by Guy Corfield, Southern Cali- 
fornia Gas Co., Los Angeles, opened 
with a discussion of corrosion. A review 
of research results achieved at the Case 
Institute of Technology, Cleveland, on 
water heater corrosion was presented by 
Dr. Robert C. Weast, associate professor 
of chemistry at the Institute. 

Dr. Weast said that the research pro- 
gram centered around the effects of high 
water temperature, high input rate, and 
a high water usage factor. The results 
May point the way to interesting water 
heater design modifications, Dr. Weast 
said. 

The results of very intensive research 
at the Battelle Institute on the corrosion 
of metals exposed to the products of 
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combustion were presented by J. H. Hol- 
lingsworth, Holly Manufacturing Co., 
Pasadena, California. Through this proj- 
ect, which was sponsored by A. G. A., 
the question of “black iron or equiv- 
alent” has been answered with scientific 
precision, Mr. Hollingsworth said. 

The session concluded with a discus- 
sion of appliance trends as discerned 
from the vantage point of the A. G. A. 
Laboratories and the laboratories main- 
tained by Southern Counties Gas Com- 
pany and Southern California Gas Com- 
pany. Edwin L. Hall, managing director 
of the A. G. A. Laboratories, spoke on 
the features of some of the appliances 
submitted to the Cleveland Laboratories, 
and Harry L. Warren, Southern Califor- 
nia Gas Co., reported on developments 
on the Pacific Coast. 

The Wednesday morning session, 
sponsored by Nathan H. Gellert, Jr., 
Seattle Gas Co., opened with a discussion 
of burner design led by G. J. Sandusky, 
Southern California Gas Co., with Earl 
J. Weber, senior research engineer, 
A. G. A. Laboratories, presenting a sum- 


Clifford Johnstone, 
Alan Kinkead, W. B. 
Kirk and Richard L. 
Stone (I. to r.) re- 
veal progress being 
made in venting 


F. M. Banks, president, 
Southern California 
Gas Co. (left), spoke 
at luncheon chaired by 
G. W. Wadsworth, util- 
ity vice-president 


Industry leaders meet 
at luncheon during Do- 
mestic Gas Research 
and Utilization Con- 
ference, sponsored by 
A. G. A. and PCGA 


E. J. Weber, J. H. Hol- 
lingsworth, G. J. San- 
dusky and Nathan 
Gellert Jr. (I. to r.), 
look over summary of 
burner design research 


mary of current and pending research on 
this subject at the Cleveland Laboratories. 

This discussion was followed by the 
demonstration of experimental gas range 
sections. [For a detailed report on 
this presentation as made in Cleve- 
land, see the February issue of A. G. A. 
MONTHLY. | 

As sponsor of this discussion and as 
a member of the Gas Industry Develop- 
ment Committee, W. M. Jacobs, South- 
ern California Gas Company vice-pres- 
ident, explained to the delegates that 
the PAR-developed range sections were 
brought to the Pacific Coast to stimulate 
the interest of both gas utilities and gas 
range manufacturers in design changes 
of gas ranges. The aim of the demonstra- 
tion, he said, was to shorten the gap be- 
tween research and product utilization. 

The demonstration was conducted by 
Mr. Kirk, assisted by Miss Patricia A. 
Speidel, A. G. A. Laboratories home 
economist. At its conclusion the meeting 
recessed for a group luncheon, chaired 

(Continued on page 51) 
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Prepared by A.G.A. Bureau of Statistics 


hipments of gas ranges and water 

heaters exhibited the usual seasonal 
upturn during March, being 21.3 and 7.5 
percent, respectively, higher than ship- 
ments in the preceding month. March 
shipments nevertheless remained below 
last year’s level; gas range and water 
heater totals were 14.6 and 6.9 percent 
lower than March 1953. 

New non-farm housing starts during 
March totaled. 97,000 units, off 8.3 per- 
cent from the same period a year ago. 
The continued modest decline in housing 
starts naturally affects all types of appli- 
ance shipments adversely. It represents, 
however, a minor segment of the market, 
being of less importance to total appli- 
ance sales than is the replacement mar- 
ket. It is estimated that only one-fourth 
of the potential sales of ranges and 
water heaters are to new housing, while 
one-third of heating equipment sales is 
related to new construction. 

Appliance data relate to manufactur- 
ers’ shipments of the entire industry com- 
piled by the Gas Appliance Manufac- 
turers Association. Industrywide electric 
appliance statistics are based on data 
compiled by the National Electric Man- 
ufacturers Association, and are reprinted 
by GAMA in their releases. 

Gas utility and pipeline sales to ul- 
timate consumers during February ag- 
gregated 6,185 million therms, a gain of 
10.3 percent over the comparable month 
a year ago. Degree-days during the 
month of February were approximately 
20 percent less than last year throughout 
the nation. Increased use of gas by indus- 
trial establishments, the addition of ap- 
proximately 650,000 residential custom- 
ers compared to a year ago, and an 
increase in heating saturation of approx- 
imately one million customers more than 
offset the lower per customer house heat- 
ing demand. The Association’s February 
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SALES OF GAS AND ELECTRIC RESIDENTIAL APPLIANCES 
(WITH PERCENT CHANGES FROM THE CORRESPONDING PERIOD OF THE PRIOR YEAR.) 






March, 1954_ _February, 1954 _ 
Percent Percent — 
Units Changes Units Changes — 
RANGES : nae es eine} ann 
Gas 177,800 —14.6 146,600 —21.1 
Electric n.a. n.a. 125,300 — 42 
WATER HEATERS 
Gas 188,900 — 69 175,700 — 68 
Electric n.a. n.a. 59,400 — 68 
GAS HEATING 
Furnaces 35,600 +10.2 31,300 + 50 
Boilers 3,600 —14.3 2,900 —21.46 
Conversion Burners 7,000 —38.1 7,700 0.0 





GAS SALES TO ULTIMATE CONSUMERS BY UTILITIES AND PIPELINES 


(MILLIONS OF THERMS) Be 
Percent Co 
1954 1953 Change bi 
February 7 f , 
All types of gas 6,184,900 5,609,842 +10.3 
Natural gas 5,791,528 5,244,402 +10.4 
Other gases 393,372 365,440 + 7.6 
Twelve Months Ending February 28, 1954 
All types of gas 57,739,145 53,492,846 + 7.9 
Natural gas 54,482,342 50,209,234 + 8:5 
Other gases 3,256,803 3,283,612 — 08 
PERTINENT BUSINESS INDICATORS 





(WITH PERCENT CHANGES FROM CORRESPONDING PERIOD OF THE PRIOR YEAR.) 


Percent Percent 

March Change February Change 

Industrial activity (1947-49 — 100) 123 — 89 124 —75 

Consumer prices (1947-49 — 100) 114.8 + 1.1 115.0 +14 

Housing starts, Non-farm (thousands) 97 — 83 73 —78 
New private construction expenditures 

($million) 1,765 +12.1 1,638 +07 

Construction costs (1947-49 — 100) 135.1 + 4.4 135.3 +4.6 


index of total gas utility and pipeline significant deviation of most such pe 
sales to ultimate consumers is 182.5 riods from calendar months used in de- 
(1947-1949 = 100). riving degree day totals, make exact 

The precise extent of the relationship comparison impossible. Nevertheless, the 
between national degree day averages relationship is sufficiently positive to 
and aggregate sales of gas for heating permit its use as a factor to explain gas 
is uncertain. Variations in meter-reading _ sales fluctuations during the heating sea- 
procedures and billing periods, and the son and specific months. 
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Predominantly male attendance at third annual Purchasing and Stores Confer- 
ence was graced by two distaff purchasing agents: (I. to r.) Miss Marie R. 
Meany, The Brooklyn Union Gas Co.; Mrs. Marie Sayne, Atlanta Gas Light 


Speaker E. F. Hawkesworth (left), Southern California Gas Co., confers with r 
and Stores Committee vice-chairman Robert |. Highgate (center), Memphis Light ¢ 
Water Division, and chairman Pat H. Butler, Jr., Washington (D. C.) Gas Light 
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Between sessions gathering includes (left to right) Paul T. Hughes, Southern 
Counties Gas Co., Los Angeles; E. G. Plowman, United States Steel Corp., 
and E. F. Hawkesworth, Southern California Gas Co. All were speakers 


Tuesday morning speakers included (seated) Fred W. Kraemer, Jr., New Orleans | © 
Service, Inc.; A. H. Cannon, Transcontinental Gas Pipe Line Co.; and (standing) 
Bussard, Washington Gas Light Co.; B. H. Firestone, Northern Indiana Pubiic $ 





Industry's 


buyers play 
wider roles 
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|) panne is taking greater inter- 
est in the growing complexities of 
buying and storing the goods required 
to accommodate and operate the vastly 
expanded $13.3 billion gas industry. 

Problems inherent in these opera- 
tions were reviewed by nearly 100 pur- 
chasing agents and storekeepers from 
all parts of the country who buy every- 
thing from pencils to pipe for trans- 
continental pipelines. They met April 
19-21 at the third annual National 
Purchasing and Stores Conference 
sponsored by the Purchasing and Stores 
Committee, General Management Sec- 
tion of the American Gas Association. 
Chairman of the conference and the 
committee is Pat H. Butler, Jr., of 
Washington Gas Light Co., Washing- 
ton, D. C. 

A welcome to Atlanta was extended 
by the host company, Atlanta Gas 
Light Co., through its president, R. G. 
Taber, and treasurer, A. R. Hathaway. 
Mr. Taber was introduced by Mrs. 


Marie Sayne, purchasing agent for At- 
lanta Gas Light, who served as confer- 
ence hostess. B. A. McCandless, assist- 
ant to the managing director, conveyed 
the Association’s appreciation of the 
Purchasing and Stores Committee's 
progressive work in interchanging 
ideas among companies to simplify 
operations and reduce costs. 
Purchasing and stores functions have 
been elevated in importance with the 
growth of United Fuel Gas Co. of 
Charlestown, W. Va., said James S. 
Phillips, - vice-president. The purchas- 
ing manager, he added, now is on the 
same level as heads of the distribution, 
transmission, production, and engineer- 
ing departments, all reporting to the 
vice-president and general manager. 
Increased volume of gas industry 
purchases have necessitated larger 
staffs, whose selection and training 
were discussed by John C. Sims, pur- 
chasing agent, The Brooklyn Union 
Gas Co., Brooklyn, N. Y. Television 
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programs, he noted, are the most 
unusual means of recruiting per- 
sonnel, In sum, as personnel subcom- 
mittee chairman, he said his group rec- 
ommended discussing personnel prob- 
lems with company personnel directors. 

General buyers versus specialized 
buyers, a three-part panel on advanced 
purchasing personnel, was presided 
over by Wilton L. Brown, purchasing 
agent, The Peoples Gas Light and Coke 
Co., Chicago, Illinois. General buyers 
were favored by V. C. Parkes, El Paso 
Natural Gas Co., El Paso, Texas, who 
liked the general approach for its 
diversity particularly in programs for 
new construction and maintenance of 
existing operating facilities. 





)ng conference are (left to right) James S. Phillips, United Fuel Gas Co.; A. R. 
, Atlanta Gas Light Co.; Lester R. Michelsen, The Peoples Gas Light & 
John C. Sims, The Brooklyn Union Gas Co.; and B. A. McCandless, A. G. A. 


As buyers for public utilities “we 
ate all specialized buyers,” stated 
G. F. Olsen, Long Island Lighting 
Co., Mineola, New York. Although he 
felt that specialization facilitated acquir- 
ing items more efficiently, he observed 
that size of company and its purchasing 
department should determine if and how 
many specialized buyers and general 
buyers are needed. 

Between both viewpoints came H. G. 
Lawrence, Southern Counties Gas Co., 
Los Angeles, Calif., who felt that gen- 
eral buyers efficiently process a variety 
and volume of purchase orders whereas 
the specialist is best posted on specific 
products and market conditions. 

While purchase and stores person- 
nel and the amount of goods purchased 
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have been increasing to keep pace with 
gas industry growth, storage space also 
has had to be built to encompass these 
supplies. To help guide purchasing and 
stores executives in preparing or check- 
ing plans for storerooms, offices and 
yards, a prepared list of “Do's and 
Don’t’s in Storeroom Design” was pre- 
sented by P. T. Hughes, stores coordi- 
nator, Southern Counties Gas Co., Los 
Angeles, California. Suggestions  in- 
cluded need for studies to prove need 
and justify expenditures; inform man- 
agement of needs and gain clearance; 
develop general plan and estimate final 
cost for managements, select and buy 
land. 

Operations of company transporta- 


tion agents, middlemen in moving 
goods between manufacturer and con- 
sumer, were commented upon by E. 
Grosvenor Plowman, vice-president— 
traffic, U. S. Steel Corporation. Speak- 
ing on “Traffic Management in Manu- 
facturing Industries,” he observed that 
“adequate transportation services at 
reasonable and relatively equitable 
rates and charges” enable manufactur- 
ing industries to compete and serve the 
gas as well as other industries. His 
talk concerned routing, freight rates, 
materials handling and claims. The 
transportation industry's rates and 
services, he maintained, are the balance 
wheels in producing and distributing 
goods. 

Rather than ‘hunch and habit,” the 


scientific doctrine of “when and how 
much” in ordering goods was covered 
by R. H. Bussard, manager, purchasing 
and stores department, Washington 
Gas Light Company. He outlined both 
the method and application of when to 
purchase supplies to prevent shortages 
without overstocking, and reordering 
quantities to effect economical purchas- 
ing and stores activities. 
Complementing his talk was a round- 
up report on “What Are You Doing 
to Reduce Purchasing and Stores 
Costs?” which was based on a mail 
survey and presented by subcommittee 
Chairman F. W. Kraemer, Jr., super- 
visor, purchases and stores, New Orle- 
ans Public Service, Inc., New Orleans, 





(L. to r.) W. L. Brown, Peoples Gas Light & Coke Co.; G. F. Olsen, Long 
Island Lighting Co.; C. H. zur Nieden, Philadelphia Electric Co.; H. G. 
Lawrence, Southern Counties Gas Co.; V. C. Parkes, El Paso Natural 


Louisiana. In realizing that procuring, 
purchasing, storing and issuing mate- 
rials adds no value to these materials, 
but adds to their costs, the committee 
issued this report to help minimize 
such costs. About 40 time-and-money- 
saving procedures and/or subjects were 
in 23 replies concerning material and 
storage handling and its equipment; 
paper work simplification, and pur- 
chasing. 

Looking at stores through am ac- 
countant’s eye, A. H. Cannon of Trans- 
continental Gas Pipe Line Corp., Hous- 
ton, Texas, took a long view at mate- 
rials needed to run his company’s 1,850 
miles of 30-inch pipeline which ranges 
from Texas and Louisiana gas fields. 

(Continued on page 54) 
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Accident 
frequency 
at new low 








By A.G.A. BUREAU 
OF STATISTICS 


T* gas utility industry in 1953 achieved 
its lowest employee accident frequency 
rate in the past 14 years. This marked 
the sixth successive year in which an im- 
provement has been attained. Although 
the accident severity rate for the year was 
slightly higher than the 1952 rate, it 
still represented the fourth best record 
of the industry during the 25 years that 
such data have been compiled. 

These data are contained in the re- 
cently issued publication ‘Employee Ac- 
cident Experience of the Gas Utility 
Industry in 1953,” compiled by the Bu- 
reau of Statistics under the auspices of 
the Accident Prevention Committee. In 
addition to containing industry summa- 
ries this publication lists the employee 
accident record of individual utilities 
identified by code number so that any 
specific utility, by reference to the ap- 
propriate table, may determine its rela- 
tive position within the industry. 

The entire industry had 12.92 disa- 
bling injuries per million man-hours of 
exposure in 1953, equivalent to an im- 
provement of 10.3 percent when com- 
pared to the higher rate prevailing in 
the preceding year. For general compara- 
tive purposes the accident frequency 
rate for all manufacturing industries dur- 
ing the first nine months of 1953 was 
14.0 per million man-hours and this 
represented an improvement of 4.8 per- 
cent. 

There were 2.67 disabling injuries per 
100 gas employees in 1953, a decline of 
10.1 percent from the 1952 level. The 
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ACCIDENT RATES OF 


THE GAS UTILITY INDUST 
1929-1953 


FREQUENCY RATES 
(Number of disabling injuries per 1,000,000 hours worked) 


IN THE UNITED STATES BY KI 
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EMPLOYEE ACCIDENT EXPERIENCE OF THE GAS INDUSTRY IN 1953 








NATURAL GAS 
TOTAL PIPELINE MANUFACTURED 
GAS ALL COMPANIES AND MIXED 
INDUSTRY? COMPANIES ONLY ___GAS 

Number of Reporting Companies 405 319 35 56 
Hours of Exposure 355,942,995 283,418,688 64,829,233 71,884,419 
Number of Employees 172,042 136,409 29,495 35,331 
Number of Injuries 

Fatalities 28 25 4 3 

Permanent Total Disabilities 1 1 1 0 

Permanent Partial Disabilities 150 77 23 73 

Temporary Total Disabilities 4,421 3,455 1,062 950 

TOTAL 4,600 3,558 1,090 1,026 

Time Charges 

Fatalities 169,980 151,980 24,000 18,000 

Permanent Total Disabilities 6,000 6,000 6,000 0 

Permanent Partial Disabilities 62,829 42,604 10,277 20,225 

Temporary Total Disabilities 70,697 54,619 16,567 15,733 

TOTAL 309,506 255,203 56,844 53,598 

Frequency Rate 12.92 12.55 16.81 14.27 
Severity Rate 0.87 0.90 0.88 0.75 
1952 
Frequency Rate 14.40 12.90 15.50 19.72 
Severity Rate 0.81 0.77 1.21 0.971 


? Includes liquefied petroleum gas companies not reported separately in this table. 
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1953 severity rate for the entire industry 
was 0.87 days charged to disabling in- 
juries per thousand hours worked. This 
compares with 0.81 days achieved during 
the previous year. 

The rise in the severity rate was due 
primarily to the increased number of em- 
ployee fatalities and permanent total 
disabilities. There were 29 such cases 
last year compared to only 19 in 1952. 
Data for the 1953 report are based on 
responses to questionnaires received 
from 405 gas utilities and pipeline com- 
panies representing approximately 90 
percent of the industry's employees. 

Available statistics indicate that there 
were 1.60 automotive accidents per 100,- 
000 miles traveled by motor vehicles op- 


erated by gas utilities. This represents 
an improvement of 13 percent over the 
motor vehicle accident rate recorded in 
the preceding year. 

In the natural gas branch of the in- 
dustry the frequency of disabling in- 
juries was 12.55 per million man-hours, 
an improvement of 2.7 percent over the 
previous year. The corresponding acci- 
dent frequency rate for manufactured 
and mixed gas companies was 14.27 per 
million man-hours, equivalent to a de- 
crease of 27.6 percent in the rate. Natu- 
ral gas pipeline companies alone reported 
a frequency rate of 16.81 injuries. 

All natural gas companies indicated an 
accident severity rate of 0.90 days lost 
per thousand hours worked in 1953, 


equivalent to an increase of 16.9 per- 
cent when compared to the prior year, 
Pipeline companies alone had a severity 
rate of 0.88 days charged per thousand 


man-hours while manufactured and 
mixed gas companies had a severity rate 
of 0.75. 

Last year A. G. A.’s Bureau of Statis- 
tics instituted a new index of frequency 
and severity rates based on 1947-49 aver- 
ages. The indexes for 1953 of frequency 
and severity rates for the natural gas 
branch of the industry are 75.1 and 
90.0, respectively (1947-1949 = 100), 
The corresponding indexes for the manu- 
factured and mixed gas branch are 58.2 
and 57.7 while for the entire industry 
the indexes are 65.1 and 77.7. 





Southern Counties celebrates 38th year in Santa Monica area 


ELEBRATING 38 years of steady growth 
in California's Santa Monica Bay area and 
of the gas industry's part in it, representatives 
of local industry, press, government and ser- 
vice groups honored the installation of the 
Southern Counties Gas Company's 100,000th 


meter in a lavish all-gas model home on 
April 8. 

J. C. Gilbert, the utility’s division manager, 
reflected on the resort-like character of the 
area in 1916 when the gas properties were 
bought, and its growth into the important in- 


dustrial, commercial and residential region. 
Important in this development, said Mr. Gil- 
bert, was the construction of the 1200-mile 
Biggest Inch natural gas pipeline by Southern 
Counties Gas Co., Southern California Gas 
Company and El Paso Natural Gas Company. 


Household editors learn that gas cooking is smart cooking 


VER 250 REPRESENTATIVES from con- 
sumer and trade publications are con- 
vinced that “The Smartest Cooking Is Gas 
Cooking’. Attending Gas Appliance Manu- 
facturers Association's Fifth Annual Auto- 
matic Gas Range Conference on April 22 at 
the Hotel Pierre, New York, the writers and 
editors not only beard but saw why and how 
gas can do a magnificent job in the kitchen. 
The morning session was opened by Will 
T. Trueblood, Jr., chairman of GAMA’s Do- 
mestic Range Division and director of ad- 
vertising and promotion, Magic Chef, Inc. 
The session’s mistress of ceremonies, Mrs. 
Elizabeth Sweeney Herbert, was introduced 
by the Conference Committee Chairman, E. 
Carl Sorby, vice-president, George D. Roper 
Corporation. Mrs. Herbert, household equip- 
ment editor, McCall’s Magazine, is president 
this year of the American Home Economics 
Association. 

Cued in by Mary E. Huck, general home ser- 
vice director, The Ohio Fuel Gas Co., Colum- 
bus, Harriett Wolfe and E. B. Clark demon- 
strated how a modern automatic gas range 
gives the homemaker of today an all-in-one 
cooking miracle that does away with the need 
for extra, space-consuming gadgets. This is 
important in this era of rising building costs, 
when every cubic inch of living space must 
be utilized to best advantage. The demon- 
stration, a sample of The Ohio Fuel Gas 
travelling road show, “Gimmicks, Gadgets 
and Gas”, used every part of the range to show 
how efficiently the top burners, the broiler 
and the oven can be used. 

A vivid contrast of today’s kitchen with 
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one of 50 years ago was drawn by Mary I. 
Barber, one of the nation’s top food consult- 
ants and adviser to the U. S. Army Quarter- 
master Corps. Miss Barber said that “the 
food industry and the manufacturers of home 
appliances have made such strides that it is 
now possible for the housewife to buy every- 
thing but ingenuity and good taste.” Miss 
Barber urged the writers and editors to spark 
the imagination of those who were reluctant 
to try new products by leading them into 
gtadual improvement of their food prepa- 
ration with recipes that are not too exotic or 
impractical. 

The ‘Forgotten Women"—the rural wives 
and mothers—are no longer forgotten, ac- 
cording to Eleanor G. Gifford, home demon- 
stration agent for the State of New Hampshire. 
Today there is almost no difference between a 
farm kitchen and its city counterpart, and a 
large share of the credit for the change should 
go to LP-Gas. A real challenge to complete 
farm kitchen modernization still exists, stated 
Mrs. Gifford, since statistics show that more 
than 4.5 million homes in the United States 
are using such outmoded fuels as wood or 
coal for cooking. She called on editors to study 
the needs of the homemaker beyond the reach 
of the gas main. 

“There is no real beauty in any design 
that is not forthright,” according to Walter 
Dorwin Teague, one of the nation’s leading 
industrial designers. Mr. Teague claimed that 
the gas range has shown more improvements 
in efficiency, style and beauty than any other 
appliance in recent years. He praised such 
advances as instantaneous ignition which does 


away with pilot lights; clearly marked con- 
trols; timing devices, convenient arrangement 
of ovens and broilers; speed and response to 
controls. Mr. Teague cautioned, however 
against harsh colors as well as designs that 
deny function by trying to make a living room 
out of the kitchen. 

After a “Cook's Tour” of automatic gas 
ranges, during which editors closely inspected 
new models, asked questions and offered 
suggestions to manufacturers, luncheon was 
held in the hotel’s Cotillion Room. 

The afternoon session was opened with a 
talk by Dorothy Ellen Jones, supervisor of 
home economics for the Cleveland, Ohio pub- 
lic school system. She said that if a manu- 
facturer really wants to know about a piece of 
equipment, he should put it to work in a 
high school foods laboratory. If it stands that 
test, it is good for many years in the average 
home. In addition to this one big benefit of a 
school equipment plan, appliance manufac- 
turers can sell the housewives of tomorrow on 
gas cooking and public school systems can 
stretch their education dollars. 

Closing the session Mrs. Herbert conducted 
a panel discussion at which four magazine 
editors discussed questions from the audience. 
On the panel were Esther Foley, McFadden 
Publications; Willie Mae Rogers, Good 
Housekeeping Magazine; Edith Ramsey, 
American Home magazine; and Jessie Bakker 
Family Circle magazine. 

Members of the committee who planned 
the conference were: Mr. Sorby, chairman; 
Julius Klein, Caloric Stove Corp.; A. B. 
Ritzenthaler, The Tappin Stove Co., Mr. True- 
blood and B. B. Turner, The Maytag Company. 
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Charge offs 
continue 
to gain 


CREDIT AND COLLECTION EXPERIENCE OF U. S. 
GAS AND ELECTRIC INDUSTRIES 


JULY 1, 1953 — DEC. 31, 1953— COMPARED WITH SAME PERIOD 1952 























@ All data used in the eleventh semi- 
annual Credit Picture that appears be- 
low was gathered, collated and inter- 
preted under supervision of Credit and 
Collections Committees of the American 
Gas Association and Edison Electric 
institute. The previous six-month survey 
appeared in the November 1953 issue 
of the MONTHLY. 


he Credit Picture which covers the 
last six months of 1953 has been com- 
piled from data submitted by 78 utility 
companies. This is the largest number of 
companies to participate since the project 





(JULY 1, 1953—DECEMBER 31, 1953) = 


was launched in 1949, and is indicative 
of the cooperation and sustained interest 
of the contributors. 

All areas continue to report increases 
in sales with the largest increases re- 
flected in the Western sections of the 
country. However, six companies, each 
located in different areas, report de- 
creases in sales. The reductions range 
from less than one percent to a maxi- 
mum of slightly more than nine percent. 
Only one company reported a decline in 
sales for the first six months of 1953, 
pointing to a possibility that post-war 
expansion may be leveling off in certain 


PERCENT INCREASE OR DECREASE OVER COMPARABLE PERIOD—1952 


communities. The over-all increase in 
sales is still very encouraging, but has 
declined in comparison to the increase 
trend for the same periods of 1951 and 
1952. 

Customer growth continues at approx- 
imately the same rate as during the past 
several years. The trivial increase in the 
number of security deposits is not com- 
mensurate with the greater number of 
customers, nor does it signify any con- 
certed effort on the part of companies to 
protect themselves against losses through 
this medium. The amount represented in 

(Continued on page 51) 
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WEST EAST WEST UNITED 
NEW MID NORTH NORTH SOUTH SOUTH SOUTH MOUNTAIN PACIFIC STATES 
ENGLAND ATLANTIC CENTRAL CENTRAL ATLANTIC CENTRAL CENTRAL STATES STATES TOTAL 
SALES (Dollars) 
Total Sales +60 +48 +69 +72 +97 +75 +109 +109 +122 +78 
Total Sales (Excl. Ind.) +77 +28 +77 +55 +79 +112 +102 +83 +59 +72 
OUTSTANDING (Dollars) 
Gen. Led. Bal. +53 +21 +42 +66 +54 4116 +87 +09 —17 + 3.6 
Cycle or Past Due Bal. (Excl. Ind.) +142 4189 “+99 +47 4134 +102 4169 +05 +223 +145 
OUTSTANDING—% of SALES 
Gen. Led. Bal. to Total Sales —06 —23 —26 —07 —37 +38 —23 —90 —I12.7 —38 
Cycle or Past Due Bal. (Excl. Past 
Due Ind.) to Total Sales (Excl. Ind.) 0 +130 +29 — 3.2 + 59 0 oo —s89 0 +29 
NO. OF CUSTOMERS +18 =+33 435 +34 +51 +67 4+ 36 “£69 +45 +39 
NO. DISCONTINUE NOTICES +63 +13 —26 +17 +126 —137 4+ 87 +160 +305 + 26 
NO. CUSTOMERS DISCON. N. P. +136 — 09 + 17 +18.8 +366 + 3.2 +63.4 +549 +468 +15.4 
DEPOSITS OUTSTANDING ($) 
Number —23 +53 +40 +49 —127 —44 +178 +49 +30 + 0.1 
Amount (Dollars) —13 +69 —39 —30 +95 +65 +26 —03 +4112 + 49 
NO. ACCOUNTS CHARGED OFF +117 +05 +01 +200 4124 +141 —6i +482 4160 + 7.5 
NET CHARGE OFF (Dollars) 
Incl. Ind. —04 +156 +01 +182 4408 +626 +129 +359 +488 +245 
Excl. Ind. +128 +77 +93 4341 +397 #+17.1 +428 +544 +407 £+21.1 
8 1 16 7 10 5 8 6 7 78 
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€>) Industrial relations round-table 








Prepared by 


A. G. A. Personnel Committee 


Edited by W. T. Simmons 


Assistant to the Personnel Manager 
Philadelphia Electric Company 


@ Blackmail the supervisors?—Al/ in a 
good cause—safety. But it does come close 
to blackmail. Here’s how this little scheme 
works at Clark Controller Co., Cleveland: 

Reports of the safety committee, including 
specific listing of accident hazards anywhere 
in the building or grounds, are posted on all 
bulletin boards. And the reports stay up until 
the supervisor notifies the committee that the 
condition has been corrected. 

We're told that a combination of good- 
natured kidding and a natural desire to avoid 
this particular type of publicity produce the 
following results: The reports don’t stay up 
for long. 


@ Supreme Court Decision—No necessity to 
recall poor workers—The Supreme Court, 
by refusing to hear an appeal, left undisturbed 
a Fifth CA ruling which held that an employer 
was not guilty of an unfair practice when he 
refused to rehire inefficient workers after a 
layoff (NLRB v. U. S. Gypsum Co., 53 ALC 
1005). There was no evidence that any of 
these workers were singled out because of 
their union activity. 


@ Toledo setting pace again?—In Toledo, 
where portable pensions got their start, an- 
other innovation is being tried that could 
brighten the prospects for better labor-man- 
agement relations everywhere. The AFL and 
CIO unions will cooperate with each other 
and with industry, too, to create more jobs. 
Both unions, as members of the new Toledo 
Industrial Council, have agreed to: (1) Bar 
jurisdictional tussles, and (2) keep their pay 
demands reasonable. 

The Council was organized to build up 
business in the city; whenever a new plant 
opens, or an existing plant expands, labor 
leaders will sit down with management to 
discuss organizing rights. 


@ NLRB rulings—Probationers to vote 
under NLRB—From now on plant probation- 
ary workers may vote in NLRB elections, the 
Labor Board rules. Doing so, the Board 
knocks over some prior decisions which 
measured the number of trainees who eventu- 
ally went on the permanent plant rolls to rule 
them out of representation elections. In the 
Shelbourne Shirt case, for example, the Board 
excluded probationary workers from an elec- 
tion because it found less than 50 percent of 
them eventually would become permanent 
employees. 

But the Board now says that where proba- 


30 


tionary employees do much the same work as 
the regulars, and have the same working con- 
ditions, it can see no reason for speculation 
on how many of such employees will wind up 
on the permanent rolls. Such workers take 
jobs as trainees with the idea of staying on 
the job, the Board says, and their permanence 
—for the most part—is a result of satisfac- 
torily completing the trial period. 

In this case the Board finds that National 
Torch Tip Company's hiring of new workers 
was about 90 percent confined to trainees, 
and turnover of these employees was about 
80 percent. The remainder of newly-hired 
workers at the Pittsburgh, Pa., plant are hired 
as experienced hands and are not put on pro- 
bation. Ordering an election sought by AFL, 
the Board says the probationers will go on the 
eligible list. 

NLRB nips union organizing bid—Unions 
may have some right of access to employer 
property for organizing purposes, but when 
one of them wants a plant shut down for a 
mass meeting of employees it has gone too far, 
NLRB rules. 

The Board slaps down the independent Fur 
and Leather Workers in a case where the 
union told the superintendent of Smith Meal 
Co., Amagansett, N. Y., that it wanted to 
assemble all workers of the fish processing 
plant for an organizing meeting. The plant, 
a seasonal operation, worked around the clock, 
and the superintendent said that meeting the 
union’s request would mean he’d have to shut 
down. He refused to do that, and the Fur 
Workers charged the company with interfer- 
ence, although the superintendent said off- 
duty workers might be approached outside 
company barracks. 

View of the Board is that, “Whatever a 
union’s right of access to an employer's prop- 
erty for the purpose of engaging in union 
activity, it does not include the right to re- 
quire an employer to suspend its operations 
and assemble its employees for the con- 
venience of the union’s organizational efforts.” 

Decertification petition dismissed—The 
NLRB recently dismissed a decertification 
petition because the employer had fostered 
and taken an active part in its filing by advis- 
ing the employees concerning it and supplying 
them with free legal advise. In reaching its de- 
cision, the Board noted that the statutory 
provision for decertification, under the Taft 
Act, provides a remedy exclusively for the 
employees. 

Adamant or reasonable bargaining posi- 
tion?—Many bargaining sessions play host 
to an invisible third party, the NLRB, which 
peers over the shoulders of the negotiators 
in retrospect, seeking to determine whether 
or not bargaining was conducted in good faith. 
Therefore, if an employer negotiating a union 
contract feels strongly about the inclusion or 
exclusion of specific contract clauses, he must 
be prepared to convince the Board of the 
reasonableness of his position. 


A Trial Examiner's finding that an em. 
ployer’s adamant insistence upon several 
union contract clauses was so unreasonable 
that it demonstrated lack of good faith has 
been overruled by a recent Board decision 
(Frohman Mfg. Co.). The main dispute re. 
volved around the following clause sought by 
the employer: 

One year probation: After originally seek. 
ing an 18-month probationary period for al] 
new employees, the employer reduced his de. 
mand to one year to meet union objections. He 
also wanted a clause freeing him from cop. 
sidering grievances of employees during their 
one-year probationary period. When the em- 
ployer’s attorney told the union he would 
recommend a six months’ probationary period, 
it labled his recommendation as “ridiculous” 
and stated that it would not even agree to 
three months. Agreement was reached on 
many other issues, but negotiations were sus- 
pended after the union “categorically” refused 
to even consider a six-month period. 

The employer manufactured precision gears, 
requiring highly skilled employees capable 
of doing close tolerance work. Extensive train- 
ing of new employees was required in order 
to build up a capable work force because there 
was a shortage of trained people in the local 
labor market. Although the union promised 
to show the employer contracts of precision 
gear companies in other localities dealing with 
probationary clauses, it never produced the 
information. 

Because of the special nature of the em- 
ployer’s personnel requirements, the union's 
failure to compromise on the probationary 
clause, the employer’s good faith bargaining 
on many other subjects, the Board considered 
the employer’s insistence upon a probationaty 
period to be reasonable. As the insistence 
upon refusing to process grievances for pro- 
bationary employees was tied to the proba- 
tionary clause, it too was considered permis- 
sible. 


Warning—Employers who display an over- 
all attitude of insincerity at the bargaining 
table by insisting upon conditions such as a 
clause permitting the employer to unilaterally 
change contract provisions or a clause prohib- 
iting union coercion of management, as 4 
condition precedent to the continuation of 
negotiations or a discussion of other issues, 
have been found guilty of bad faith bargain- 
ing. 

Union control over seniority—Problems of 
administering a “seniority clause” extend fat 
beyond the drawing up of lists containing 
employment dates. A recent NLRB decision 
points out how unfair practice violations, it 
cluding back-pay liability, may arise from 
union control over seniority disputes or dit 
criminatory enforcement of seniority clauses 
(Pacific Intermountain Express Company). 


(Continued on page 54) 
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A.G.A.-EEE 
accountants 
attend meet 








ore than 1,000 gas and electric utility 
M accountants participated in an action- 
packed, three-day workshop at the Hotel 
Statler, Boston, Mass., April 12-14. The 
meeting was formally titled National 
Conference of Electric and Gas Utility 
Accountants and it was officially spon- 
sored by the American Gas Association 
and the Edison Electric Institute. But 
after the first afternoon’s general session 
where a program of general interest was 
presented, each of the morning and af- 
ternoon meetings Tuesday and Wednes- 
day presented panel discussions, lunch- 
eon conferences and open forums where 
modern accounting practices and proce- 
dures were reviewed both objectively and 
subjectively. 

The ballroom of the Hotel Statler 
overflowed when Co-chairmen Paul E. 
Ewers, Michigan Consolidated Gas Co., 
representing A. G. A.’s Accounting Sec- 
tion and William D. Virtue, Public Serv- 
ice Company of Colorado, heading the 
E.E.I. Accounting Division, opened the 
meeting Monday afternoon. Delegates 
were welcomed by Thomas G. Dignan, 
president of Boston Edison Company 
and E. H. Eacker, president, Boston Con- 
solidated Gas Co., the host companies. 

Mr. Eacker, current president of 
A.G. A., also brought greetings to dele- 
gates from the gas industry trade asso- 
ciation. Edison Institute members were 
greeted by H. S. Bennion, managing di- 
tector and vice-president of E.E.I. Mr. 
Bennion also solicited the cooperation 
of the electric industry in the coming 
Diamond Jubilee celebration this year. 

Martin R. Gainsbrugh, chief econo- 
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Conference headlin- 
ers: (left to right) 
A. C.  McMenimen, 
Boston Edison Co.; 
Paul E. Ewers, A. G. A. 
chairman; E. H. 
Eacker, president, 
A. G. A. and Boston 
Consolidated Gas Co.; 
Thomas G. Dignan, 
president and general 
manager, Boston Edi- 
son Co., and W. D. 
Virtue, EEl chairman 





H. S. Bennion (left), EEI vice-president 
and managing director, conferring be- 
tween sessions with John W. West, Jr., 
A. G. A. assistant managing director 


Chairman 
ideas with Martin R. Gainsbrugh, chief 
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Ewers 


Wl 
f 






























Discussing use of elec- 
tronics: (left to right) 
John H. W. Roper, 
chairman, A. G. A. 
Subcommittee on Elec- 
tronic Accounting Ma- 
chine Developments; 
Paul E. Ewers, chair- 
man, A. G. A. Ac 
counting Section; W. D. 
Virtue, chairman, EEl 
Accounting Division 








(left), exchanging 
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ference Board, general session speaker 
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Plant Accounting and Property Records meeting: (left to right) 
C. W. Kelsey, Ithaca, N. Y., EEl committee chairman; Jack A. Coch- 
ran, W. H. Gifford, both Washington, D. C.; A. J. Brodtmann, New 
Orleans, A. G. A. committee chairman; C. A. Gracy, Mineola, N. Y. 


mist, National Industrial Conference 
told delegates that on the basis of weekly 
indices for March and early April it 
was possible to argue that the steady 
decline in business operating rates had 
begun to taper off and that business was 
in a position of stability rather than the 
decline that had been in effect. While 
this did not give evidence of an advance 
at this time, some indicators, such as 
steel production and employment, sea- 
sonal pickups in soft goods industries 
and some hard goods such as automo- 
biles, have helped relieve pressure on 
general business indicators. 

Recent surveys of anticipated con- 
sumer spending for durables and homes, 
and anticipated outlays for business for 
plant and equipment suggest continued 
declines in these important final markets 


Customer Accounting: (I. to r.) E. J. Oppelt, St. Louis; W. F. Amann, To- 
ledo; S. A. Cole, Ithaca; G. F. Higgins, EE! chairman; E. K. Schneider, 
A. G. A. chairman; H. C. Bullion, Detroit; A. B. Wilson, Atlanta; P. A. 
Leach, Houston; R. A. Krauss, Cleveland; W. D. Sweetman, Chicago 
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Re 


Pittsburgh. D. E. 


during 1954, he said, and this suggests 
a good case for caution for the remainder 
of this year. 

However, a favorable element of 
strength in our economy is the extraordi- 
nary implications which flow from re- 
ducing the oppressively burdensome cost 
of government, with an accompanying 
tax reduction. Tax relief could lessen the 
cost of consumer goods, release money 
for new investment and increase produc- 
tivity, the economist declared. 

Beach J. McMillen, The Cincinnati 
Gas & Electric Corporation, with the aid 
of slide films presented the course in 
customer relations just completed by a 
committee representing both industries. 
Complete with training manuals, sound 
slide films and follow up booklets, the 
course comprises a training tool of great 





Customer Activities: (I. to r.) H. R. Potts, Columbus; A. W. Mer- 
chant, Detroit; L. J. Ravh, Baltimore; J. G. Ross, EE! Coordi- 
nator; L. R. Quad, A. G. A. Coordinator; W. C. Washburn, 


Mal 


y who pr ted a paper is not shown 





value. Films devoted to correspondence, 
telephone interviews, office and field 
contacts present principles of customer 
relations in palatable and _ instructive 
form. Dr. Kenneth McFarland, General 
Motors Corporation, emphasized the im- 
portance of human relations in industry. 
The “U” in business is important but in 
PUblic Utilities, it is of double impor- 
tance. 

Four conferences were staged Tues- 
day morning. These were devoted to 
customer activities, general activities, in- 
ternal auditing and plant accounting. 
Coordinators from the two trade associa- 
tions presided and such subjects as mer- 
chandise credit, personnel supervision, 
income tax legislation and administra- 
tion were presented by experts. 

The ‘‘gas and electricity” component 


Taxation meeting at Boston conference: (left to right) J. R. Weger, 
Baltimore; W. S. Alt, St. Louis; C. A. Palmgren, Jr., New Orleans; 
S. J. Schiml, Dayton, EEl committee chairman; J. W. Balet, New York, 
A. G. A. committee chairman, and Carl D. Osterholm, Omaha 
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of the consumer price index is barely 
above prewar level while the index as a 
whole is about 90 percent higher than 
in 1940, Dr. Paul W. McCracken, Uni- 
versity of Michigan, told delegates. This 
represents an example of the utility in- 
dustry’s capacity to keep reducing the 
ptice of its product relative to the price 
of things in general. But it is clearly in- 
dicated that profit margins also have de- 
teriorated relative to industry generally. 
The increase in common stock prices 
generally has been about 60 percent 
greater than fot stocks of electric and 
gas utilities. Investors look with rela- 
tively less favor on buying a share of 
utility earnings than before the war. 
Some observers feel an age of inflation 
is ahead with the price level drifting 
persistently upward, with a further de- 


General Accounting meeting in Boston: (left to right) Ralph M. Kel- 
mon, Boston; A. R. St. Bernard, EEIl committee chairman; William C. 
Young, Newark; A. V. Schwartz, A. G. A. committee chairman; 
Ruth, Jr., Baltimore 


Ohmer Ullery, Columbus, and Harry M. 
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General Activities: (I. to r.) C. T. Dwight, Hartford; Dr. P. W. Mec- 
Cracken, Ann Arbor; J. J. Egan, Boston; E. E. Roll, EEl Coordi- 
nator; Arthur Skelton, A. G. A. coordinator; L. A. Diamond, A. G. A. 
attorney; P. R. Lawson, Johnstown; D. E. Maloney, Cleveland 


terioration in the dollar's purchasing 
power. The speaker did not support this 
point of view, since the probability of 
continued price inflation is not yet sufh- 
ciently established to be a sound basis for 
public and business policy. 

The ‘100 cent dollar’ is gone, the 
speaker declared. While prices now are 
stabilizing it is clear the purchasing 
power of the dollar in the foreseeable 
future will be roughly 55 cents relative 
to prewar. 

The economy is well adjusted to the 
enlarged money supply. The price level 
is resting solidly on present cost levels. 
Wage trends and policies suggest that 
a significantly lower level of unit labor 
costs, which would permit a lower price 
level, is quite improbable. Public opin- 
ion would not support the kind of sus- 


lis, EEI « 


Internal Auditing meeting: (left to right) E. F. Dearmin, St. 
Petersburg, Fla.; G. E. Ludwig, Muskegon, Mich.; J. D. Hogan, 
Ann Arbor, Mich., chairman, A. G. A. committee; John W. March, 
Boston; L. D. Brumit, St. Petersburg, chairman, EEl committee 


tained deflation which could drive down 
costs and prices, Dr. McCracken said. 

Luncheon conferences and afternoon 
meetings Tuesday gave delegates an op- 
portunity to discuss cutomer accounting, 
collections and relations. General ac- 
counting and depreciation were subjects 
at other meetings, with a separate session 
devoted to taxation. 

Accounting employee relations were a 
major topic at the Wednesday morning 
session. Employee attitudes and morale 
were features of the discussions. Discus- 
sions on internal auditing, plant account- 
ing, taxation and depreciation were con- 
tinued from the previous day’s meetings. 

The progress of electronics in account- 
ing fields was discussed at a luncheon 
meeting and in an afternoon meeting to 
close the conference on Wednesday. 


Depreciation meeting: (left to right) Cortis N. Rice, Jr., Min- 





itt chairman; A. G. Maihofer, Detroit; 


P. K. Read, Ithaca; William J. Foster, Jr., Ithaca, A. G. A. commit- 
tee chairman; H. F. Carey, Mineola; G. T. Logan, Philadelphia 
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Commercial Gas Day speakers include (left to right): Ray G. Juergens, 
The East Ohio Gas Co., Cleveland; Tracy Madole, Magic Chef, Inc., St. 
Louis, and George E. Marble, Michigan Consolidated Gas Co., Detroit 


Industrial Gas speakers chat before session (I. to r.): Bill Young, 
W. Wirt Young & Associates, Inc., Waterbury, Conn.; H. N. Ipsen, Ipsen 
Industries, Inc., Rockford, IIl.; Sheldon Lee, Minneapolis Gas Company 


Stress industrial load at Chicago 





Mo than 200 representatives of gas 
companies and appliance manufac- 
turers attended the annual Sales Confer- 
ence on Industrial and Commercial Gas 
for three days at the Edgewater Beach 
Hotel, Chicago, during the week of 
April 12. 

During the general session talks of na- 
tional interest were made by industry 
leaders. James F. Oates, Jr., chairman of 
The Peoples Gas Light & Coke Co., Chi- 
cago gave the opening address on the 
PAR Program and its relation to indus- 
trial and commercial gas service. 

He stated the basic characteristics on 
which the PAR activities were based: 
first, the American economy is in a good 
condition and that industrial and com- 
mercial gas is a good and profitable load 
with a low overhead cost per customer. 
Second, the gas business is not a mo- 
nopoly in industrial and commercial gas 
service. Customers are business men and 
buy gas only to conduct a business and 
must be satisfied. Gas customers are in 
a highly competitive field and it is up to 
industrial and commercial gas to keep 
pace with the changing conditions. 
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Mr. Oates went on to say that the 
PAR Program through its promotional 
phase was a means to aid and encourage 
gas companies to show customers that 
gas was best for his particular operations 
and that customers could rely on gas 
service. He said that there should be 
firm gas to meet business requirements 
and competition and that it should be 
planned as firm business so that custom- 
ers can rely on it. Interruptible service 
has its place for non-critical uses. 

Now gas has the equipment to do 
many exacting jobs, but in the future 
there will be equipment not yet designed 
for uses that are not yet known. Here, 
Mr. Oates continued, is where PAR re- 
search will play its part. 

Much of the PAR Program should be 
adapted to conditions at the local level 
and Mr. Oates cited the many national 
sales campaigns that have been offered 
to the industry. The section was con- 
gratulated on the success that had been 
obtained on the modest budget of 
$305,000. Mr. Oates concluded with the 
suggestion that the national advertising 
and research programs really be sold to 


management so that everything can be 
done to expand and keep the valuable in- 
dustrial and commercial gas load. 

Continuing the general session, Ray- 
mond Little, promotion manager, Gas 
Appliance Manufacturers Association 
presented a review of the Action Pro- 
gram for Gas Industry Development as 
it applied to the past, present and future 
of industrial gas. He said, “To remain 
healthy, the- gas utility industry must 
maintain a satisfactory ratio in the dis- 
tribution of fuel in each of the three 
major market classifications, residential, 
commercial and industrial. To permit 
the load to become unbalanced, we vio- 
late the sound, economic operating prin- 
ciples of our business. 

“The industrial gas load and its ac- 
companying revenues can be maintained, 
Mr. Little continued, “even at higher 
rates, if we find a way to provide con- 
tinuing and dependable service, with 
fewer interruptions to supply during the 
gas company’s peak load requirement 
periods.” He showed charts covering 
comparisons of gas as a source of energy, 
volume of sales, and revenues. 
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New member of 1&C Hall of Flame receive certificates. Left to right: 
Charles C. Eeles, who made presentation; Paul Inskeep; R. S. Ch 
J. R. Delaney; Tracy B. Madole; W. D. Relyea and Stewart C. Parker 





Ray Little, GAMA (far left), presents awards to winners of PEP Sales 
Campaign. Accepting are (I. to r.): C. O. White, Minneapolis; Ray Trow- 


One of the highlights of the Sales Conference on Industrial and Com- 
mercial Gas, held in Chicago, April 12-14, was the program presented 
by the 82-voice mixed chorus of The Peoples Gas Light and Coke Co. 


Chatting after general session (left to right): Bernard Wittmann, James 
F. Oates, Jr., James J. Condon, Lee Corn and F. X. Mettenet. Mr. Oates 


bridge, Seattle; 


Reviewing the public relations activi- 
ties of GAMA, Eugene F. Martin, vice- 
president, Carl Byoir & Associates, Inc., 
stated that, ‘For nearly three years we 
have been defining for gas appliance 
manufacturers what it is about their ac- 
tivity that constitutes news—the kind of 
news that can be turned into sales and 
profits.” Mr. Martin said that the small- 
est germ of an idea or scrap of informa- 
tion can be worked up into a good story. 

He told how he got a tip on a sizeable 
installation in the kitchen of the United 
Nations Building in New York. “I think 
you all know that that kitchen has since 
become one of the most widely publi- 
cized food .preparation centers in the 
world. The same with the U. S. Military 
Academy at West Point where 2,400 of 
the best-fed soldiers in the world are 
served three meals per day from a com- 
pletely gas equipped kitchen. Radio 
listeners, TV viewers, newspaper and 
Magazine readers everywhere are ac- 
quainted with one of the finest prestige- 
building gas installations.” 

Chairman Eeles made the traditional 
presentation of Hall of Flame Life Mem- 
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L. J. Fretwell, Tulsa. H. S. Walter, 


A. G. A. is at right 


bership certificates to eight men who by 
their industry activities through last year 
gained membership in this honorary so- 
ciety. Then Chairman Eeles was honored 
as section chairman with the symbolic 
gavel which was presented with appro- 
priate remarks by Carl Lekberg, a past- 
chairman of the section. 

General session day luncheon guest 
speaker was T. J. Harris, manager of 
cargo sales, American Airlines, Inc. He 
spoke on how sales management must 
adapt itself to changing conditions and 
compared the similarity of airline prob- 
lems to those of gas companies, both be- 
ing regulated industries and both selling 
a regulated industry product. 

Answers to many industry problems 
are to be found in the projects in indus- 
trial and commercial research, according 
to W. D. Relyea, assistant to gas sales 
manager—Public Service Electric & Gas 
Co., Newark, N. J. Mr. Relyea described 
the steps taken to institute a research 
project, how it was implemented and 
how a specific project was carried to its 
conclusion. Research projects now under 
way or recently completed were described 


spoke at industrial gas sales meeting, held in Edgewater Beach Hotel 


briefly by Mr. Relyea. 

Hayes S. Walter, commercial cooking 
representative, American Gas Associa- 
tion, spoke about the recent national 
sales promotion campaigns especially the 
PEP campaign of last fall. He gave some 
statistics on industry participation both 
in that campaign and the present water 
heater sales campaign. The 1954 PEP 
campaign were presented in terms of the 
advantages that might be gained by par- 
ticipation. 

Following Mr. Walter's talk, Mr. 
Little presented GAMA awards to the 
three winning gas companies in the 1953 
PEP campaign. 

Papers and discussions on subjects 
specifically identified with industrial or 
commercial gas applications were given 
on Industrial Gas Day and Commercial 
Gas Day. The former opened with an 
address by Ralph L. Manier, sales engi- 
neer, Niagara-Mohawk Power Corp., Syr- 
acuse, N. Y., on the subject of firm gas. 
He stated that the way to provide resi- 
dential gas at lower rates was to de- 
velop a greater supply for industry. 

(Continued on page 54) 
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Stars in Friday morning’s general session were (left to right): H. M. Blain, 
New Orleans (La.) Public Service Inc., vice-chairman, Distribution Committee; 
P. W. Geldard, Consumers Power Company of Toronto, Canda, committee 
chairman; M. Anuskiewicz, Jr., and W. H. Weber, The Brooklyn Union Gas 
Co.; R. J. Ott, Philadelphia Gas Works Div., The United Gas Improvement Co. 


Speakers at Corrosion Luncheon (I. to r.): L. V. Gagin, Glass Fibres, Inc.; 
C. B. Smith, Dearborn Chemical Co.; H. D. Segool, The Kendall Co.; C. A. 
Bailey, Johns-Manville Sales Corp.; J. L. Adkins, The Peoples Gas Light & 
Coke Co.; N. P. Peifer, Manufacturers Light & Heat Co.; N. T. Shideler, 
Pittsburgh Coke and Chemical Co.; and R. H. Cubberly, Flintkote Company 


At head table during Construction and Maintenance Luncheon Conference (I. 
to r.): H. T. Libby, Vancouver, B. C.; R. A. Zimpfer, Columbus, Ohio; John Lind- 
quist, Philadelphia; W. R. Kubista, Tulsa; K. W. Person, Minneapolis, chair- 
man, Construction and Maintenance Subcommittee; R. C. Holcombe, Philadel- 
phia; A. G. Barkow, Chicago; W. A. Martin, Toronto; E. G. Watkins, New York 
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review past year’s activities and plans for 1955 (left to right ¢ 
table): S. M. Foeller; J. Stanford Setchell; R. C. Holcombe; W. W. g 
Jr.; C. W. Beggs; E. F. Trunk; John Macldrty; W. J. Kretschmer; J. B 5 





Leaders in Automotive and Mobile Equipment Session on Tuesday aff 
(I. to r.): S. M. Foeller, Michigan Consolidated Gas Co.; D. K. Wilson, Nic 
Mohawk Power Corp., and Edison Electric Institute Transportation Commi 
W. W. McCartney, The East Ohio Gas Co., chairman, A. G. A. Automoli 
Committee; F. Dugal and J. H. Wheatley, Quebec Hydro-Electric Comminic 


Anthony J. Demse, Milwaukee, reads a paper at Distribution Design and? 
velopment Luncheon. At head table (I. to r.): M. S. Davis, Boston; Mr. 2 
W. Nacovsky and L. G. Henry, New York; E. F. Trunk, St. Louis, vice-chal 
of Distribution and Design Committee; F. G. Sandstrom, New York, 

of the committee; T. C. Moran, Syracuse, N. Y.; M. Anuskiewicz, Jr., Brom) 
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va . in Meters and Metering Luncheon Conference, Thursday 
) to r.): Gilbert Estill, Tulsa; Charles Sevey, Los Angeles; B. F. 

* , Shreveport; J. W. Chrisman, Cleveland; J. T. Stine, New 

‘ Indianapolis; 
Davis, Garden City, N. Y., and James Webb, New York City 


Peters, Ithaca; Elmer Becker, 


Frederic 


. Robert |. Leininger, Battelle Memorial Institute, Columbus, de- 
a research report at Plastic Pipe Standards Luncheon on Fri- 
. Presiding is Guy Corfield, Los Angeles, subcommittee chairman 


@ More complete coverage of this Op- 
erating Section meeting will appear in 
the June issue of THE MONTHLY. Time 
permitted publication of only the run- 
ning account below in this issye.—The 
Editors 


even hundred sixty paid registrants 

was the surprisingly large attend- 
ance at the American Gas Association 
Operating Section’s 30th Annual Dis- 
tribution, Motor Vehicles and Corro- 
sion Conference in Montreal from 
April 20 to 23rd. Although less than 
the total at the 1953 conference in Chi- 
cago, the number present in Montreal 
tepresents something of a record for a 
conference held so far north of the 
center of the U. S. utility industry. 

The four-day meeting was divided in- 
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to ten sessions; 11 luncheon-after-noon 
discussion sessions; and three inspec- 
tion trips to the facilities of the Quebec 
Hydro-Electric Commission. The pro- 
gram committee had astutely planned 
the conference so that a delegate could, 
in three days, attend most of the ses- 
sions concerned with his type of opera- 
tion. 

P. W. Geldard, The Consumers’ Gas 
Company of Toronto, and H. M. Blain, 
New. Orleans Public Service Inc., as 
chairman and vice-chairman respec- 
tively of the Distribution Committee, 
presided alternately at the four general 
sessions. Mr. Geldard opened the first 
general session, which was sparked by 
the appearance of Montreal’s dynamic 
mayor, Camillien Houde. Mr. Houde 
welcomed the conference to Canada 

(Continued on page 51) 


Present at Customer Service Luncheon, Wednesday, front row (I. to 
r.): W. M. Hawkins, St. Louis; P. Kraemer, Minneapolis; J. H. Dennis, 
Mineola, N. Y.; E. F. Hart, Boston. Back row (I. to r.): R. L. Murray, 
New York; J. V. Turpish, Staten Island; C. L. Ruff, Detroit and W. W. 
Gillis, Jr., Washington, D. C., Customer Service Subcommittee chairman 


At Tuesday General Session (left to right) F. J. Pfluke, Rochester, 
chairman of the American Gas Association Operating Section chats 
with speakers James Webb, New York City and Robb Quinby, Brooklyn 


Operating 
men gather 
in Montreal 
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Group talks a hit 
at Eastern Natural meet 





Chairman J. G. Berwanger (left), Ohio Fuel Christy Payne, Jr. (left), Peoples Natural 
Gas, confers with J. Theodore Wolfe, Con- Gas Co., discusses “action” cities survey 
solidated Gas Electric Light & Power Co. results with T. H. Evans, Equitable Gas 
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series of group discussions drew the 
enthusiastic participation of more 
than 225 delegates attending the Eastern 
Natural Gas Regional Sales Conference 
held April 19-20 at Pittsburgh under the 
sponsorship of the Residential Gas Sec- 
tion, American Gas Association. 

The individual discussions, a new for- 
mat for the annual gathering at the Wil- 
liam Penn Hotel, were headed by men 
of accomplishment in their respective 
fields and covered practically every as- 
pect of selling base load appliances. Nine 
groups, held three at a time, dealt with 
all-year air conditioning, house heating, 
incineration, selling through dealers, 
advertising, water heating, home serv- 
ice, “matchless” range promotions and 
clothes dryers. 

Progress reports on the Gas Industry 
Development Program were given by 
two speakers at the general sessions held 
each morning. J. Theodore Wolfe, exec- 
utive vice-president of Consolidated 
Gas Electric Light & Power Co., Balti- 
more, Md., and chairman of the GID 
Committee, on Monday reviewed the 
background of post-war industry sales 
that initiated the program and reported 
on some of the steps taken to date. 

Mr. Wolfe stressed the gas range de- 
sign changes developed under the PAR 
Research Program and by some manufac- 
turers and said they should be fully 
utilized and exploited to halt any trend 
toward competitive cooking fuel. He re- 








Discussion leaders Norman Millard (left), Bem Sales me 
dix Home Appliances; Mary E. Huck, Ohio 


Gas; and W. W. Selzer, Columbia Gas Syst? Gos Wor 
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methods were discussed by C. L. Yost (left), 


Works; and R. C. Cramer, McCann-Erickson, Inc. 


rted that at a recent meeting of the 
GID Committee January 1, 1956 was set 
as a ‘target date” to incorporate auto- 
matic ignition of all burners as an ap- 
oval requirement. 

“Selling is the most important job be- 
fore the gas industry today,” Mr. Wolfe 
told his audience and urged that no 
company wait until 1956 before starting 
its own sale and promotion of automatic 
gas ranges as the best way to meet com- 
petition. 

The results of surveys conducted in 
several of the ten “Action Demonstra- 
tion” cities were briefly reviewed at the 
Tuesday morning session by Christy 
Payne, Jr., vice-president of The Peoples 
Natural Gas Co., Pittsburgh, and a mem- 
ber of the GID Committee. While the 
pattern of use as revealed in most of 
these cities gives gas good margin at 
present, the pattern of preference shows 
strong inroads are being made by compe- 
tition in base load appliances, he said. 

The surveys, made under the direction 
of an agency retained by Gas Appliance 
Manufacturers Association, are an ex- 
cellent means of giving individual gas 
companies a realistic picture of the situa- 
tion confronting them, Mr. Payne said, 
and he heartily urged other companies 
to conduct their own surveys and to 
utilize the GID Program to correct any 
weak spots. 

Other speakers at the morning sessions 
included C. E. Bartlett, Ruud Manufac- 
turing Co., and Mrs. Amber Ludwig, 






Natural Gas; J. O. Nichols, Philadelphia 
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equipment editor, “What's New in 
Home Economics”, who presented re- 
lated aspects of making gas the dominant 
fuel in modern home laundries. With 
only fast recovery gas water heaters 
able to provide sufficient hot water for 
maximum benefit from automatic wash- 
ing machines and with faster gas clothes 
dryers, Mr. Bartlett urged that home 
laundry promotions be initiated by gas 
companies. 

Mrs. Ludwig outlined five roads to 
travel to reach the housewife’s awareness 
of the importance of her water heater: 
through home economics teachers, fed- 
eral extension services, home equipment 
editors and writers, business home econ- 
omists, and the gas companies’ own 
home service departments. 

Even the pre-eminent position of gas 
house heating can be threatened eventu- 
ally by the electric “heat pump” unless 
gas all-year air conditioning is actively 
promoted and sold, according to J. M. 
Townsend, Servel, Inc. At the same time 
the gas industry protects its prestige 
through such promotions, sales will also 
build a profitable summer load, he said. 

Another morning speaker reported on 
the activities of his company in promot- 
ing sales of gas refrigeration. Aggressive 
direct merchandising with a good staff 
of specialty salesmen was the key factor 
that enabled South Jersey Gas Company 
to win the 1953 Servel-A. G. A. award, 
according to Vernon F. Stanton, vice- 
president of the Atlantic City utility: 


Another trio of panelists: George Duggan 
(left), East Ohio Gas; J. E. West, Washing- 
ton Gas Light; F. C. Curro, Brooklyn Union 


The story of Pittsburgh cooperation, 
where three gas companies stand united 
on gas appliance promotions, was re- 
counted by Robert H. Lowe, sales man- 
ager, The Manufacturers Light & Heat 
Co., and Thomas H. Evans, sales vice- 
president, Equitable Gas Company. 

The group discussions, held both af- 
ternoons, followed the general plan of the 
leader giving a brief account of his own 
company’s activities and then throw- 
ing the floor open for give-and-take 
questions and discussion. The first three 
were headed by James E. West, Wash- 
ington Gas Light Co., who told of his 
company’s accomplishments in selling 
gas all-year air conditioning; Frank C. 
Curro, The Brooklyn Union Gas Co., 
who told how the Brooklyn, N. Y., com- 
pany has set itself a goal of 10,000 house 
heating jobs a year for five years; and 
George F. Duggan, The East Ohio Gas 
Co., who told how Cleveland and envi- 
rons have adopted the gas incinerator as 
a common household appliance. 

Later in the afternoon new groups 
took over. James O. Nichols, Philadel- 
phia Gas Works, recounted the steps 
taken by his company to build dealer 
sales while still maintaining their own 
merchandising activities; advertising as 
a tool both to sell the benefits of gas and 
actually to move appliances into custom- 
ers’ homes was discussed by Roland C. 
Cramer, vice-president, McCann-Erick- 
son, Inc. Increased gas input in water 


Typical of nine discussion panels is keen interest and 
ticipation displayed by group above. Subject is inc 
tion; leader is George Duggan, East Ohio Gas Ce 
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heaters as the best means to meet cus- 
tomer hot water demands and sell more 
gas was advocated by Charles L. Yost, 
The Peoples Natural Gas Co., who 
termed water heating the best base load. 

The ladies took over one discussion on 
Tuesday afternoon when Mary E. Huck, 
homes service director, The Ohio Fuel 
Gas Co. and chairman of A. G. A.’s 
Home Service Committee, led a talk on 
ways, means and places to gather audi- 
ences for demonstrations. Representa- 
tives from companies about to initiate 
“matchless” gas range promotions were 
told the story of the successful promotion 


by a number of utilities grouped together 
in the Matchless Gas Promotion Com- 
mittee. W. W. Selzer, business promo- 
tion manager, Columbia Gas System Ser- 
vice Corp., and chairman of the “match- 
less” group, told of the promotion. 

The growing market for gas clothes 
dryers, arising primarily from the de- 
velopment of new machine washable 
synthetic fabrics for all uses, was de- 
scribed by Norman Millard, Crosley & 
Bendix Home Appliance Division of 
AVCO Manufacturing Company. An 
analysis of the six trading areas where 
gas clothes dryers outsell electric reveals 


certain basic conditions, Mr. Millard 
said. They include interest in obtaining 
the load on the part of top management; 
sustained promotion over the year; and 
the willingness to provide the necessary 
promotional funds. 

Presiding over the first day’s sessions 
was the council’s chairman, J. G. Ber- 
wanger, The Ohio Fuel Gas Company. 
In charge of the second day proceedings 
was Council Vice-Chairman Thomas H. 
Evans, Equitable Gas Company. 

On Monday afternoon the conference 
delegates were the guests of manufactur. 
ers at a “friendship” cocktail hour. 


Program set for New York-New Jersey sales meeting 





John B. Frost (left), The Brooklyn Union Gas Co., will chair first of sales sessions. A 
speaker will be James F. Oates, Jr. (right), president, The Peoples Gas Light and Coke Co. 


te gas and gas appliances will be 
explored in all its aspects at the an- 
nual New York-New Jersey Regional 
Gas Sales Conference to be held June 21 
and 22, 1954, at the Monmouth Hotel, 
Spring Lake Beach, New Jersey. The 
event is sponsored by the Residential Gas 
Section, American Gas Association. 

A large turnout of delegates is ex- 
pected at the popular resort, where 
morning sessions will be addressed by a 
number of top-ranking utility executives 
from other sections of the country. Sched- 
uled to give the opening address on 
June 21 is James F. Oates, Jr., chairman 
and chief executive officer, The Peoples 
Gas Light and Coke Co., Chicago, IlIli- 
nois. 

Mr. Oates will discuss sales from a 
broad industrywide viewpoint and will 
review the major sales problems con- 
fronting the gas industry. He will pre- 
sent his ideas on what should be done, 
both nationally and locally, to maintain 
and increase domestic gas sales. 
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Progress made under the Gas Industry 
Development Program in ten “action 
demonstration” cities will be reported 
on by Christy Payne, Jr., vice-president, 
The Peoples Natural Gas Co., Pitts- 
burgh, Pa. He will bring the delegates 
up-to-date on the results of surveys made 
in several of these cities and make a 
preliminary evaluation of their signif- 
icance in planning sales promotions and 
campaigns. 

Another well-known gas industry sales 
figure, W. L. Hayes, general sales man- 
ager, Montana-Dakota Utilities Co., 
Minneapolis, Minn., will give his esti- 
mate of the present sales climate. “It’s 
Time for In-fighting’’ is the title of his 
address, which promises to be stimulat- 
ing and provocative. 

A past chairman of the New York- 
New Jersey Regional Council, Hugh L. 
Wathen, director of sales and public re- 
lations, South Jersey Gas Co., Atlantic 
City, N. J., will discuss gas refrigeration 
sales. His company has long been a 


leader in gas refrigeration sales and in 
1953 was the winner of the Servel- 
A. G. A. award. With the most complete 
gas refrigeration campaign in several 
years about to be launched, keen interest 
is expected to be aroused by his remarks. 

Representatives of two gas appliance 
manufacturers have accepted speaking 
assignments for the conference. Gas 
house heating, related in particular to 
the Eastern seaboard, will be the subject 
discussed by Willard C. Wolf, Bryant 
Heater Division, Affiliated Gas Equip- 
ment, Inc. Mr. Wolf will analyze the 
competitive situation in the house heat- 
ing market and will present suggestions 
on how the gas industry can take steps 
to retain its present strong position. 

The gas industry has an opportunity 
to increase its revenues and the prestige 
of its fuel and appliances by aggressively 
seeking to link gas with modern home 
laundries. How the gas water heater and 
the gas clothes dryer can take the spot- 
light in home laundry promotions is the 
theme of an action-packed presentation 
to be given by Frank A. McFerran, gen- 
eral sales manager, Ruud Manufacturing 
Co., Pittsburgh, Pennsylvania. 

Another approach to the same objec- 
tive will be outlined by Miss Dorothy 
Shank, associate editor, ‘““What’s New in 
Home Economics”. 

The competitive battle for the do 
mestic cooking load will be reviewed 
by Arthur B. Modell, vice-president, 
L. H. Hartman Co., Inc., New York. He 
will deal particularly with television ad- 
vertising and the program “Operation 
Blue Flame”, which he produces. 

The importance of displays as silent 
salesmen will be assessed by Carl V. 
Haecker, merchandise display manager, 
RCA, Camden, New Jersey. 
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A.G.A. to make 
awards at Convention 


EROISM, ACHIEVEMENT in specialized 

fields and contributions to industry prog- 
ress will be honored by the American Gas 
Association at the 36th Annual Convention in 
Atlantic City, October 11-13. 

The A. G. A. Distinguished Service Award 
will go to an individual for the most out- 
standing contribution to advance the gas in- 
dustry. Since it was established in 1929 this 
award, comprising an engraved certificate and 
substantial sum of money, has become the 
gas industry’s most coveted honor. It has 
been given for progress made in such diversi- 


fied fields as labor-saving accountancy; 
strengthening and extending industrial use of 
gas; dealer cooperation; development of man- 
ufactured gas production processes; public re- 
lations; changeover from one kind of gas to 
another, and research. Nominations must be 
received by August Ist. 

The third annual A. G. A. Distribution 
Achievement Award, sponsored by the Ameri- 
can Meter Co., will go to the person judged 
to have made the most outstanding contribu- 
tion to the science and art of gas distribution 
anytime during the past five years. Entries, 
competing for the engraved certificate, a suit- 
able memento and money, are due May 31st. 
Contributions may comprise a plan, design, 
program or any other work adding to safety, 
economy or service of a gas distribution sys- 
tem. Delivery of a report or paper alone will 
not qualify an entrant. 

The sole author of the best technical paper 
presented at an A. G. A. meeting or printed 
within the year beginning and ending October 
lst may qualify for the Beal Medal. A bronze 
medal and sum of money go to the winner. 

The A. G. A. Meritorious Service Award 
recognizes bravery in saving life or conserv- 
ing property in a gas plant, works or enter- 
prise connected with handling or distributing 
industry products, from July 1, 1953 to June 
30, 1954. Conspicuous judgment, intelligence 
or heroic action must have been manifested 





by the winner. Entries, on a special form 
available from A. G. A., must be postmarked 
by August Ist. 

On the home front, the A. G. A. Home 
Service Achievement Award encourages out- 
standing advancements of modern homemak- 
ing through promoting interest and better do- 
mestic use of gas and modern gas equipment. 
This multiple award, sponsored by McCall’s 
Magazine, can be won by directors or indi- 
vidual members of A. G. A. member gas 
company home service departments during the 
year ending July 31st. 

Honors will cite two home service direc- 
tors, one of Division A heading a department 
staffed by more than five, and the other of 
Division B heading a department comprising 
fewer than five persons. Three awards will 
be made in Division C recognizing individual 
members or a department head in the home 
service departments of three different com- 
panies. Distinctions will go for the best work- 
able plan for demonstrating to homemakers 
the benefits of a domestic gas appliance. The 
other two awards here are for projects repre- 
senting originality and advanced thinking 
shown by a new look in home service activi- 
ties. 

Requests for application forms and further 
information, as well as completed entries, 
should be addressed to the American Gas As- 
sociation, 420 Lexington Ave., New York 17. 


Columbia Gas supplies space heating to Appalachian area 


AMILIES and industries who have been 

clamoring for natural gas in the mid-Ap- 
palachian area served by Columbia Gas Sys- 
tem can now be supplied. 

Restrictions of varying degree on natural 
gas space heating have been in effect in 
various parts of the system’s territory since 
1947, when demand for gas began to soar 


Conduct seminar 


HE SEVENTH EBASCO Seminar in Public 
Utility Safety was concluded in New York 
on March 19. Representatives from utility 
companies in the United States, as well as 
representatives from Chile, Costa Rica, Pan- 
ama and Venezuela, received certificates for 
their participation in the two-week program. 
The safety seminars are sponsored each year 
by Ebasco Service Incorporated under the di- 
rection of W. T. Rogers, Ebasco’s safety di- 
rector. During the seminars, operating and 
staff personnel of client companies may tre- 
ceive special training in nfodern techniques, 
tools and methods of accident prevention. The 
program is conducted in cooperation with the 
staff of New York University’s Center for 
Safety Education. In addition to attending 
classroom sessions, the members made field 
trips to various installations in the area. 
Field trips were included to the training 
school and service center of the Long Island 
Lighting Company and the testing laboratories 
and system operation and safety departments 
of the Consolidated Edison Company. The 
gtoup also witnessed modern fire fighting 
demonstrations at the C-O-Two Fire Equip- 
ment Company and visited the headquarters 
of the First Army on Governor's Island to 
review the army's driver-training program. 


ISSUE OF MAY, 1954 







beyond ability to provide supplies. 

Stuart M. Crocker, chairman of the board, 
announced last month that Columbia is now 
able for all practical purposes to supply gas 
for spaceheating to all who want it. 

Since 1946, Columbia’s deliveries have 
more than doubled, rising from 234 billion 
cubic feet annually to 517 billion. As recently 


- 





Personalize incinerator promotion 


as ten years ago, he added, Columbia's entire 
gas supply came from the Appalachian area, 
in which its markets are located. Today, the 
system gets nearly 75 percent of its gas from 
the Southwest. 

The chairman estimated that the system has 
a backlog of over 100,000 applicants for 
house heating. 


Frank Trembly (right), director of sales, Philadelphia Gas Works and F. C. Russell, president, The 
F. C. Russell Co., reveal novel way to merchandise Rusco gas incinerators. After canvassing neighbor- 
hoods by ‘phone for prospective buyers, utility sales teams will take trailer to customers’ doorstep for con- 


vincing sales message. ‘Live’ model incinerator has been hooked up with bottled gas for demonstration 
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Bone sees eee 


HE BIGGEST public relations job that 

faces the gas industry is to acquaint the 
public with the need for maximum explora- 
tion for new natural gas supplies. In the 
opinion of Stuart F. Silloway, vice-president 
for finance, Mutual Life Insurance Company 
of New York, regulatory bodies should al- 
low gas transmission companies “reasonable 
and equitable” rates . . . to ensure further 
exploration for these new reserves. 

Mr. Silloway was the keynote speaker at 
the Independent Natural Gas Association of 
America’s second annual public relations 
workshop conference for 100 advertising, in- 
formation and personnel department em- 
ployees of the gas industry on March 29 in 
New Orleans. 


Annual reports reflect a 


NNUAL REPORTS are arriving in a steady 

stream. These newcomers join those which 

were mentioned in the April issue of the 
MONTHLY, on page 44. 

The Brooklyn Union Gas Company showed 
a net income of $3,738,000 in its first full 
year as a distributor of naturai gas. This 19 
percent increase over the $3,152,000 income 
reported for 1952 reflects in part the advan- 
tages of natural gas operation. The company 
realized $6,500,000 in appliance sales—mak- 
ing 1953 the second best merchandising year 
in its history. 

The annual report of Central Hudson Gas 
& Electric Corp., Poughkeepsie, shows that 
$3,550,000 were received as revenue from gas 
operation in 1953. The report commented on 
the steady growth of its territory, New York 
State’s Central Hudson Valley, which has been 
spurred by the redevelopment project of the 


Other speakers at the intensive one-day 
session were Ray T. Ratcliff, director of 
advertising and publicity, Gas Service Co., 
Kansas City, who spoke on employee in- 
formation; Will A. Parker, president of Film 
Counselors, Inc., New York, who discussed 
business films; Robert H. Davidson, press re- 
lations supervisor, Chesapeake and Potomac 
Telephone Co., Washington, D. C., who com- 
pared good and bad methods of insuring 
adequate news coverage. 

C. P. Rather, president of the Independent 
Natural Gas Association of America, addressed 
the luncheon session, and discussed ‘Public 
Information at Work for the Gas Industry.” 

Other speakers were Vincent R. Fowler, 
Bozell & Jacobs, Inc., who told representa- 


year of industry progress 


Niagara River and the construction of the 
New York State Thruway. 

The Consumer's Power Co., Jackson, Mich- 
igan, witnessed a year of rapid expansion in 
1953. The company added to its lines 22,143 
new gas customers. Final results of gas opera- 
tions were disappointing, however, because of 
high costs of gas and low rates to consumers. 
Revenue from gas operations totalled $47,- 
327,758. The company’s net income for the 
year was $24,836,390. 

New York State Electric & Gas Corpora- 
tion plans new expenditures of $75,000,000 
during the next three years according to its 
annual report. The company’s net income be- 
fore dividends on preferred and common stock 
was $9,053,537 in 1953. 

San Diego Gas & Electric Company gained 
more customers in 1953 than any other year 
in its history. Revenues from sales of natural 


Gas Circus comes to upstate New York 


PMOFUELDELIVERES 
NO FUEL 
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Jerry Firth, “pitch man’ in Niagara Mohawk Power Corporation’s Natural Gas Circus, points out ad- 
vantages of gas househeating. Circus was held March 25, 30 and 31 for 875 dealers, plumbers and 
gas appliance salesmen to learn how to tie-in with the New York State utility's advertising program. 
A TV star, brass band, side shows, colorful costumes and other circus-y features made it fun for all 
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INGAA sponsors second public information workshop 


tives about INGAA’s public informatiog 
materials available for company use. W. FE. 
Wilson, chairman of INGAA’s Public Ip. 
formation Advisory Committee, led a pane] 
discussion, in which program speakers ap. 
swered questions and led discussions on their 
respective subjects. 

The committee on arrangements for the 
workshop included: 

S. D. Whiteman, president, Kansas-Ne. 
braska Natural Gas Co., Inc., chairman; 
Willis M. Kimball, director of information, 
The Columbia Gas System, Inc.; R. G. Kay, 
gas producer from Amarillo, Texas; and John 
A. Ferguson, executive director, Independent 
Natural Gas Association of America, an ex. 
officio member. 


gas jumped 6.2 percent over 1952. Net income 
totalled $4,627,428. The report showed that 
gas sales were responsible for 34.27 cents for 
every revenue dollar. 

Operating revenues of Texas Eastern Trans- 
mission Corporation were $135,922,543, the 
highest in the company’s history, representing 
an increase of 44.8 percent over 1952. 
Three major achievements during 1953 were: 
extension of pipelines into important new 
areas ; broader diversification in the operations 
of the company and its affiliates; substantial 
improvement in the company’s operating and 
financial picture. 

United Gas Improvement Co., Philadelphia, 
reported success in its plans to progress from 
a holding company to a public utility operat- 
ing company. Dividends paid to common 
stockholders were $1.76 per share in 1953 
compared to $1.55 per share in 1952. 


Bibliography ready 
OURCES OF INFORMATION on all 
phases of the natural gas industry in Texas 
and throughout the nation are listed and de- 
scribed in a new Selected and Annotated Bibli- 
ography of Natural Gas, just published by 
The University of Texas. Richard C. Hen- 
shaw, Jr., statistician and co-author, with John 
R. Stockton and Richard W. Graves, of The 
Economics of Natural Gas in Texas, has pte- 
pared the new 64-page bibliography as a guide 
to the latest and most authoritative books, 
periodicals, articles, and speeches on the 
gas industry. 

Mr. Henshaw and the research team work- 
ing under his supervision classified and an- 
notated writings on the general economics of 
natural gas and the liquid fractions and new 
synthetic petrochemicals derived from it. 
Further sections of their work cite studies on 
reserves and reservoirs of natural gas; its 
transportation and storage; conservation, taxa- 
tion, and public control of the key fuel; and 
comparative studies of natural gas and compet- 
itive fuels. 

The bibliography can be obtained from the 
Bureau of Business Research, The University 
of Texas, Austin, for $1.50 a copy. 
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@ Alabama-Tennessee Natural Gas Com- 

will increase its wholesale natural gas 
rates by about $103,000 per year instead of 
by $179,000 annually as originally proposed. 
This settlement of the rate proceeding has 
been approved by the FPC effective March 1. 
The settlement provides that Alabama-Ten- 
nessee must reflect any change in the 52 
percent federal income tax rate used in the 
proceeding, by making appropriate refunds 
and by revising its rates if necessary. The 
new rates affect Alabama-Tennessee’s 12 
wholesale customers in Alabama, Missis- 
sippi, and Tennessee. 


@ Central Kentucky Natural Gas Com- 
pany: The FPC has approved a settlement of 
two rate proceedings in which Central Ken- 
tucky will refund to its wholesale customers 
about $1.5 million collected under bond. 
The original proposed increase was for $3.1 
million and affected nine wholesale cus- 
tomers including Cincinnati Gas and Elec- 
tric, and Union Light, Heat and Power Com- 
panies. In determining the amount of in- 
crease the commission used a 61/4 percent 
rate of return. In another pending rate case, 
Central Kentucky has agreed to reduce by 
$117,500 its originally proposed $559,200 
increase. These rates were allowed to be put 
into effect subject to refund, effective March 1. 


@ Cities Service Gas Company has applied 
to the FPC for a $12.6 million annual in- 
crease in wholesale natural gas rates, equiva- 
lent to an increase of 43.8 percent. The 
higher rates would affect about 50 whole- 
sale customers in Texas, Oklahoma, Kansas, 
Nebraska, and Missouri. The increase is in- 
tended to yield a 634 percent rate of return, 
which Cities Service claims is necessary be- 
cause of increases in the cost of gas and 
other expenses. 


@ East Tennessee Natural Gas Company 
has accepted a settlement of its suspended 
wholesale natural gas rate increase which 
will provide for an annual increase of $304,- 
600 over those stipulated in the commis- 
sion’s March 4 order. This is $558,000 less 
than originally proposed. The new rates will 
affect East Tennessee’s 17 wholesale cus- 
tomers supplying markets in Tennessee, ef- 
fective May 15. These rates were based 
on a cost of service which includes a 6 
percent rate of return. The settlement is con- 
ditioned to require that East Tennessee make 
refunds if the 52 percent federal income tax 
rate is changed. 


@ Lake Shore Pipeline Company: The FPC 
has approved a settlement allowing Lake 
Shore Pipeline Company to increase its 
wholesale natural gas rates by about $48,- 
100 instead of $131,400 as originally pro- 
posed. A rate of return of 61/4 percent was 
permitted by the FPC. The new rates repre- 
sent a 5.8 percent increase, whereas the com- 
pany’s proposed rates involved a 15.7 per- 
cent increase. The company supplies gas to 
Lake Shore Gas Co., Lake County Gas Co., 
and City of Painesville, Ohio. 
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Highlights of cases before Federal Power Commission 


@ Ohio Fuel Gas Company has put into 
effect, subject to refund, an annual whole- 
sale rate increase amounting to $1.0 mil- 
lion, The original proposal anticipated a 
$1.4 million increase but it was subsequently 
reduced by $387,500. 


@ Southern Natural Gas Company: The 
FPC approved a settlement of a rate pro- 
ceeding, providing for an increase in its 
wholesale natural gas rates of about $5 
million per year instead of the originally 
proposed $5.96 million. Southern’s proposed 
rates have been in effect under bond subject 
to refund, since September 1953, thus neces- 
sitating the refund of $624,000. One of the 
provisions of the settlement is that Southern, 
in its next rate proceeding, will present 
specific data regarding zone rates and dif- 
ferentials between zones. Additionally, re- 
funds will be required if the cost of gas pur- 
chased from United Gas Pipeline Company 
should decrease because of pending rate 
proceedings, or if the Federal Income Tax 
rate should be lowered. The largest cus- 
tomers affected were Atlantic Gas Light Co., 
Alabama Gas Corp., Mississippi Valley Gas 
Co., and Gas Light Company of Columbus. 


@ Tennessee Natural Gas Lines, Inc.: The 
FPC has issued an order making effective a 
$227,000 per year suspended wholesale nat- 
ural gas rate increase by Tennessee Natural. 
The FPC order requires Tennessee Natural 
to refund to Nashville Gas Co., its only 
wholesale customer, together with interest 
at the rate of 6 percent per year, any 
amounts which may subsequently be dis- 
allowed. 


@ United Fuel Gas Company has put into 
effect a suspended rate increase subject to re- 
fund. The company originally proposed a 
$4.2 million annual wholesale rate rise but 
this has been reduced by $1.6 million by 
filing substitute tariff sheets. This reduction 
reflects a decrease in cost of gas purchased 
from Tennessee Gas Transmission resulting 
from a recent rate settlement. 


Construction applications 


@ Atlantic Seaboard Corporation has been 
granted approval by the FPC to construct 
approximately 116 miles of pipeline paral- 
leling sections of the company’s existing 
line between Cobb, W. Va., and Rockville, 
Mad., including about 1014 miles of looping 
line near Baltimore. Seaboard will also con- 
struct a total of 4,400 horsepower in new 
and existing compressor facilities in Mary- 
land and West Virginia. The estimated cost 
of the project is $14.6 million. 


@ Central Kentucky Natural Gas Company 
and United Fuel Gas Company have been 
issued a joint certificate for the construction 
of facilities required to receive natural gas 
to be available beginning with the 1954-1955 
winter from Gulf Interstate Gas Co., which 
is now constructing an 850-mile line from 
Louisiana to Kentucky. Gulf Interstate will 






initially deliver up to 375 million cubic feet 
of gas per day, with ultimate deliveries ex- 
pected to reach 565 million cubic feet per 
day. The Central Kentucky-United Fuel proj- 
ect will consist of 59 miles of pipeline and 
a 6,000 horsepower compressor station, at 
a cost of $9.1 million. In another certifi- 
cate, United .Fuel was authorized to con- 
struct a 4,400 horsepower compressor sta- 
tion in Jackson County, West Virginia, at 
an estimated cost of $2.2 million. 


@ Cities Service Gas Company has applied 
to the FPC for authority to construct 24 
miles of 26-inch pipeline and nine miles of 
20-inch pipeline in Kansas and Missouri to 
replace existing 16-inch facilities. The proj- 
ect would enable Cities Service to provide 
an additional capacity of 46.5 million cubic 
feet of gas per day in the Kansas City area. 
Total cost of the project is estimated at $1.9 
million. 


@ Colorado Interstate Gas Company has 
received FPC authorization to construct 
about 50 miles of 20-inch pipeline from the 
Morton County, Kansas gas field to a point 
of connection with Natural Gas Pipeline 
Company of America near Hooker, Oklahoma. 
Included in the project is the construction of 
a dehydration plant in Morton County and 
a delivery meter station. The facilities which 
will cost $4.0 million will enable Colorado 
Interstate to deliver 20 million cubic feet of 
gas per day on a firm basis, with an addi- 
tional 30 million cubic feet per day of any 
excess available gas until January 1, 1956. 
The estimated cost of Natural’s facilities in 
connection with the receipt of the gas is 
$665,000. 


@ Home Gas Company has received ap- 
proval to build about 50 miles of line in sec- 
tions from Maine to Tioga, N. Y., and De- 
posit to Port Dickinson, N. Y. to replace ex- 
isting facilities. The estimated cost of this 
project is $2.2 million. 


@ Manufacturers Light and Heat Company 
obtained two certificates, one for the con- 
struction of facilities, estimated to cost $3.7 
million, to activate a new underground 
storage field in Wetzel and Marshall 
Counties, West Virginia and to connect the 
new pool with its present facilities. This 
project includes about 72 miles of main 
transmission line, storage field and field well 
lines, and a 1,760 horsepower compressor 
station. The other certificate authorizes the 
construction of 75 miles of pipeline and 
4,400 horsepower in compressor capacity at 
an estimated cost of $6.0 million, in various 
parts of the system. 


@ Montana-Dakota Utilities Company has 
applied to the FPC for authority to construct 
four miles of pipeline in Big Horn County, 
Wyo., and a metering station in Carbon 
County, Mont., to measure gas to be sold to 
Montana Power Company. In addition, the ap- 


(Continued on next page) 
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plication requests authorization to lease and 
operate a 2,640 horsepower compressor sta- 
tion to be constructed by Montana-Wyoming 
Gas Pipe Line Company. The estimated cost of 
these facilities is $790,000. The proposed fa- 
cilities would enable Montana-Dakota to in- 
crease its deliveries to Montana Power Com- 
pany by about 21,623 million cubic feet. 
In another application, Montana-Dakota 
has requested a certificate of public con- 
venience and necessity for the authorizing of 
construction and operation of 56 miles of 
pipeline. The line would extend from the 
Cabin Creek-Bismarck line near Gladstone, 
N. D., to the towns of Lefor, Regent, New 
England, and Mott, N. D., for establishing 
gas service to these new communities. Esti- 
mated cost of the project is $564,000. 


@ Ohio Fuel Gas Company received FPC 
authorization to construct about 63 miles of 
pipeline, largely to replace existing facili- 
ties, to provide additional capacity to cer- 
tain of its Ohio markets. The estimated cost 
of construction is $2.7 million. 


@ Panhandle Eastern Pipe Line Company: 
The Federal Power Commission rejected 
the traditional “rate-base’’ approach with 
regard to pricing of pipeline-produced gas, 
and instead ruled that the public interest 
would be better served by permitting Pan- 
handle to receive for the gas it produces a 
price reflecting the weighted ayerage arm’s- 
length payments for identical natural gas 
in the fields where it is produced. This 
method allows Panhandle an average price 





of 8.44 cents per Mcf for its own produced 
gas. The commission indicated that the new 
approach is designed to encourage, rather 
than penalize, natural gas exploration and 
development by pipeline systems. A more 
detailed analysis of this decision will be pre. 
sented in next month's issue. 

The rate case decision granted Panhandle 
an increase of $12.8 million annually jp. 
stead of the proposed $21.4 million, and js 
effective May 1, 1954. The commission's 
action is expected to result in refunds total. 
ing at least $32 million to 48 customers of 
Panhandle in six states, since the proposed 
increase had been effective under bond since 
February 20, 1952. In prescribing the new 
rates, the commission included an allowance 
for a 534 percent rate of return on juris. 
dictional sales. 


Brooklyn Borough drivers win Safety Council awards 


IXTY-ONE REGULAR drivers of Brook- 

lyn Borough Gas Co., Coney Island, N. Y., 
have achieved the National Safety Council 
Safe Driver Award. The award is given for 
operating a commercial vehicle without hav- 
ing a preventable accident in the last 12 
months. 

Karl B. Weber, the company’s vice-pres- 
ident and chief engineer, announced the re- 
ceipt of the awards recently and pointed out 
that Brooklyn Borough vehicles, driven by 
customers’ service men, supervisors, distribu- 
tion men and emergency crewmen cover a 


total of 500,000 miles annually in maintain- 
ing service for more than 100,000 customers. 
The emergency car drivers were among those 
who merited the safety award, showing that 
the need for prompt service was not an ex- 
cuse for reckless driving. 

Council records show that on a nation- 
wide basis, only one out of every three pro- 
fessional drivers can qualify for the Safe 
Driver Award. This amounts to 33% percent 
of the total number of professional drivers 
eligible for the award as compared with the 
utility's 90 percent. 


This is the first year the company has ap. 
plied for the driver's award, although it has 
been active for many years in promoting safe 
driving and has received awards from the 
Greater New York Safety Council. 

As an incentive to stimulate continued safe 
driving, the company has created a “Group 
Driver Award Plan’’. If all regular drivers 
are successful in reducing the number of pre- 
ventable accidents 50 percent or better, over 
the average number of accidents for the past 
five years, they will be awarded individual 
prizes. 


Montana resources reviewed by state bureau of mines 


REPRINT OF Raw Materials Resources of 
Montana, has been released by the Mon- 
tana Bureau of Mines and Geology. The pam- 
phlet was prepared by Forbes Robertson and 
Uuno M. Sahinen, Montana Bureau of Mines 
and Geology; Leon H. Johnson, department 


of chemistry research, Montana State College; 
Harry W. Camp, Jr., forest economics divi- 
sion, Northern Rocky Mountain Forest and 
Range Experiment Station. 

The material details the geography and 
geology of the state, discusses locations and 


characteristics of important resources. A spe- 
cial section is devoted to petroleum and natu- 
rai gas production and location of oil fields. 

The reprint can be obtained from Dr. J. R. 
Van Pelt, director, Montana Bureau of Mines 
and Geology, Butte, for fifteen cents a copy. 


Incinerator research men discuss plans and progress 


a PAR activity ip gested 
can Gas Associa- 
tion's Technical Advisory Group fer Domestic 
Gas Incinerator Research held their second 
meeting on March 17 to discuss progress in 
incinerator research. The meeting was held at 
the A.G.A. Laboratories in Cleveland, Ohio. 
Under this PAR-sponsored research activity, 
a literature survey of existing information 
on the design and performance of domestic 
incinerators has been completed by Battelle 
Memorial Institute. Experimental work under- 
way at the A.G.A. Laboratories on a number 
of contemporary designs and an experimental 
unit incorporating the after-burner principle 
was presented by the Laboratories’ research 
staff. Current work is aimed at developing a 
suitable incinerator charge for use in evaluat- 
ing the performance and factors of design 
which influence completeness of incineration. 
Chairman of the group is Dr. F. E. Vanda- 
veer, director of laboratories, The East Ohio 
Gas Co., Cleveland. 
Other members are: C. L. Benn, Equitable 
Gas Co., J. G. Dierkes, Incinerator Div., Bow- 
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ser, Inc.; T, H. Landgraf, Autogas Co.; J. E. 
Marble, Michigan Consolidated Gas Co.; 
W.M. Melbourne, Valley Welding and Boiler 


Co.; Walter C. Wagner, Philadelphia Electric 
Company and Roy A. Siskin, American Gas 
Association group secretary. 





Progress and future plans were discussed on March 17 by the A. G. A. Technical Advisory Group for 
Domestic Gas Incinerator Research. The group met ir the new meeting room at the Association's Lab- 
oratories under the chairmanship of Dr. F. E. Vandaveer, The East Ohio Gas Co., Cleveland, Ohio 
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HE IDEA OF PROMOTING the use of 
gas and gas appliances on a regional level 
js spreading. And the progress being accom- 
plished by local groups is strong proof of the 
valuable aid being given to American Gas As- 
sociation’s nationwide promotion, conducted 
under the PAR Program. 

Newest local group, The Blue Flame Gas 


Local midwestern group supports nationwide gas promotion 


Council, is now enlisting members in the 
Iowa-South Dakota-Kansas-Nebraska area to 
support its $20,000 annual promotion pro- 
gram. 

The new group will embrace distributors, 
manufacturers’ representatives, dealers, utili- 
ties pipeline companies and others who desire 
associate memberships. 


At a meeting on January 26, the group’s 
name was changed from the Nebraska A.G.A. 
Promotion Committee to its present title, and 
plans for a charter were proposed. Further de- 
tails about The Blue Flame Gas Council can 
be obtained from Herbert Nelson, commercial 
manager, Northwestern Public Service Co., 
Grand Island, Nebraska. 


ASCE Pipeline Committee holds first organizational meeting 


E NEW COMMITTEE on pipelines, 
formed within the Construction Division, 
American Society of Civil Engineers, held its 
first meeting in Midland, Texas, April 9-10. 
The purpose of the committee is to advance 
and correlate scientific knowledge, to promote 
and coordinate economic development and 


construction of engineering projects in con- 
nection with the transmission of fluids, gases 
or solids by means of pipelines and as it per- 
tains to the science of civil engineering, par- 
ticularly in the fields of surveying, line loca- 
tion, design, construction and operations. 
Another purpose of the committee is to pro- 


A.G.A. announces new publications during April 


void BELOW are publications released 
during April up to closing time of this is- 
sue of the MONTHLY. Information in paren- 
theses indicates audiences for which each 
publication is aimed. 


GENERAL MANAGEMENT 


* Reports on Group Major Medical (Ca- 
tastrophe) Insurance of the Insurance Com- 
mittee and the Personnel Committee. (For 
executives in charge of personnel and in- 
surance matters.) Prepared by the American 
Gas Association. Personnel Committee and 
Insurance Committee, and available at New 
York City Headquarters for one dollar a 


copy. 


* Rate Committee Report—1952-1953 (for 
rate analysts and executives). Prepared by the 
A. G. A. Rate Committee, B. P. Dahlstrom, 
chairman. Available from New York City 
Headquarters, one dollar to members, two 
dollars to non-members. 


HOME SERVICE 


¢ Home Service Promotion Ideas for Mod- 
ern Gas Equipment (for home service sales 
managers, directors and members of home 
service departments). Compiled by the 1954 
Home Service Committee, Mary E. Huck, 
chairman. Available from American Gas 
Association Headquarters, 420 Lexington 
Ave., New York 17, for 25 cents a copy. 


OPERATING 


* Gaseous Fuels, Second Edition (for oper- 
ating personnel, chemical and engineering stu- 
dents). Edited by Louis Shnidman, and avail- 
able from American Gas Association Head- 
quarters, New York. Prices: $5.00 per copy to 
A. G. A. members ($4.00 each in lots of ten 
or more); $6.00 per copy to non-members 
($5.00 each in lots of ten or more); $4.00 
each to university students. 


RESEARCH 


¢ Investigation of Orifice Meter Installation 
Requirements Interim Research Report No. 


mote and further the mutual utilization of the 
established codes for pressure piping as among 
pipeline, highway and railroad groups and 
public authorities. 

Papers presented at the meeting are avail- 
able through the American Society of Civil 
Engineers, 33 West 39 Street, New. York 18. 


2. (For all companies using natural gas.) 
Sponsored by the Joint A. G. A.-ASME 
Committee on Orifice Metering. Available 
from A. G. A. Headquarters, New York, 
for $3.00. 


SAFETY 


* How Injuries to Gas Men Might Be 
Avoided (for safety directors). Sponsored 
by the Accident Prevention Committee, 
Howard Cook, chairman. Available from 
American Gas Association Headquarters, 
New York, for ten cents. 


STATISTICS 


¢ March Monthly Bulletin of Utility Gas 
Sales (for gas companies, financial analysts). 
Available free from the A.G.A. Bureau of 
Statistics. 


¢ Employee Accident and Pipeline Experi- 
ence of the Gas Utility Industry (for gas 
companies). Prepared by the Accident Pre- 
vention Committee, and available from the 
A. G. A. Bureau of Statistics, free. 


California company wins nationwide acversues contest 


ATIONAL RECOGNITION for the ex- 
cellenée of its advertising during the past 
year has been given Coast Counties Gas and 
Electric Co., Santa Cruz, Calif., by the Out- 


door Advertising Association of America, Inc. 


Among several thousand entries from the 


48 states, the Coast Counties Gas and Electric 


Company won the first award in the Continu- 
ous Poster Advertising Division for their 
"Go Modern—Use Gas” series of 24-sheet 
outdoor posters. 

At a luncheon held in San Francisco, C. 


. Robert Leach, representing the Outdoor Ad- 


vertising Association of America, presented a 
Plaque to R. L. Hayden, vice-president of the 
utility company. Also present at the luncheon 
were George Bowersox, C. R. Hayden, and L. 
Wollenberger. 
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COAST COUNTIES GAS AND ELECTRIC COMPANY 
One of the 24-sheet outdoor poster series which won national recognition for Coast Counties Gas and 
Electric Company of California in a contest sponsored by the Outdoor Advertising Association, Inc. 
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Complete customer relations training program now ready 


‘OR THE FIRST TIME, a complete package 

of customer relations training material has 
been developed jointly by the American Gas 
Association and Edison Electric Institute Ac- 
counting Sections. 

Until now, the gas and electric utility com- 
panies have had various training materials 
available on the subject of better customer re- 
lations but never before have they been assem- 
bled into an authoritative and convenient 
form. The material, packed in a portable, per- 
manent file folder, consists of the following: 

1. A manual that will serve as a permanent 
guide book for all those concerned with 
training personnel in any form of customer 
relations. This is broken down into five sec- 
tions, each one dealing with one of the five 
slide-films. It also contains an instructive 
guide for conducting successful training ses- 
sions, and a bibliography of reference ma- 
terial. This manual will be a book of 200 
pages, size 814 x 11, produced in two colors, 
with 100 line drawings, having a concealed 


plastic binding, leather bound with section in- 
dices. Each section contains complete and de- 
tailed instructions for conducting successful 
and follow-up meetings on its own subject. 

2. Cued to the manual, there will be five 
sound slide-films, each running 20 to 25 
minutes, and taking up two sides of a 16-inch 
record, synchronized with a large cast of 
voices, sound effects and music. In addition, 
each slide-film has a silent trailer which con- 
tains in visual form questions to stimulate a 
discussion of the film. The subjects of the 
films and their titles are: 


A—Principles of Customer Relations—“‘One 
Bad Apple’. 

B—Telephone Interviews—‘‘Doing What 
Comes UNnaturally”’. 

C—Office Interviews—“When You're On 
Stage’’. 

D—Field Contacts—“Trouping the Show’. 

E—Correspondence—“Nobody Writes Let- 
ters Any More’. 


3. Finally, as part of the training kit, there 
will be a supply of a total of 100 booklets, 
20 on each of the five subjects. These are jn. 
tended to be distributed to employees as per. 
manent reminders of the training material. 
There will be 12 pages in each, size 51/, x 814, 
in two colors, with ten line drawings, and 
bound with saddle stitching. 

The films were shown at the general session 
of the National Conference of Gas and Elec. 
tric Utility Accountants in Boston, April 12, 
and plans are underway to show a condensed 
version at the May meeting of the A. G. A. 
Personnel Committee. 

Companies are asked to send in estimates of 
the material they desire. The material can be 
ordered in complete sets, including one super. 
visor’s manual, five films and pressings and 
20 copies of each of five booklets. The ma- 
terial can also be ordered in units. Estimates 
of requirements should be sent to Thomas J. 
Shanley, secretary, Accounting Section, Ameri- 
can Gas Association, New York 17. 


Cleveland meeting to spotlight research advances 


ESULTS of re- 
search aimed 
at solving domes- 
tic utilization problems will be highlighted at 
the forthcoming American Gas Association 
Research and Utilization Conference to be 
held June 2 and 3 at the Hotel Statler in 
Cleveland, Ohio. 

This program will be a varied and flexible 
approach whereby the industry technical lead- 
ers can readily discuss their problems. Featured 
will be the A. G. A. Laboratories’ gas range 
demonstration showing which will be pre- 
sented in its entirety. In addition there will be 
informal panel sessions, a number of technical 
and non-technical papers on research projects 
and utilization problems, and a clinic on the 
subject, “Appliance Standardization, How Far 
Should It Be Carried ?”’ 

The conference is sponsored by the Com- 


Chicago is site of GAMA 


Sirus 19TH ANNUAL meeting of the Gas 
Appliance Manufacturers Association will 
be held at the Drake Hotel, Chicago, May 19, 
20 and 21. 

Keyed to the theme “Programmed Action 
for Profit,” the meeting will feature three gen- 
eral sessions, two meetings of the board of 
directors, the annual convention dinner, and 





mittee on Domestic Gas Research and the 
A. G. A. Utilization Bureau. Keith T. Davis, 
director of engineering, Bryant Heater Divi- 
sion, Affiliated Gas Equipment, Inc., is the 
conference committee chairman. Prominent 
speakers both in and outside of the gas 
industry will highlight the luncheons. Three 
separate panel sessions at which research 
projects and utilization problems will be dis- 
cussed will be devoted to (1) heating and air 
conditioning and general utilization subjects, 
(2) water heating and general utilization 
subjects and, (3) cooking, incineration and 
clothes dryers. 

Attendants at the conference are invited to 
visit the A. G. A. Laboratories in Cleveland 
after the conference to consult with staff mem- 
bers about details of research projects and re- 
lated subjects. Much of the work at the 
Laboratories will be the subject of papers and 


panel discussions. Experimental work under- 
way in the field of domestic gas cooking will 
be covered both in the range demonstration 
and the cooking panel session. In the field of 
domestic gas water heating relief devices for 
storage type water heaters and burner appli- 
cation in storage water heaters will also be 
reviewed. Heating and air conditioning and 
general utilization projects will also be covered 
in such phases as venting, advances in the 
field of gas pilots, secondary aeration, single 
port burners, etc. 

Appliance and accessory company engineers, 
designers, field representatives and executives 
will have the opportunity to discuss and 
appraise with gas company utilization and 
service personnel and executives the research 
being conducted, and to correlate field ex- 
perience with these and future research proj- 
ects. 


annual meeting this month 


the president's dinner at which awards will be 
presented to delegates for meritorious service 
to the industry. 

Among matters to be considered by the 
board at its first session, according to Sheldon 
Coleman, president, is the proposal of the gas 
house heating and air conditioning equipment 
division to divide itself into four separate 


divisions—furnace, boiler, conversion burner 
and recessed heater and floor furnace. Harold 
C. Day, division chairman, reports that mem 
bers voted overwhelmingly in favor of the 
change in a recent mail poll. 

Division and group meetings are scheduled 
for morning and afternoon throughout the 
convention. 


Short course attracts 1,000 to University of Oklahoma 


ORE THAN 1,000 persons from 36 states, 
Mexico and Canada attended the 29th 
annual Southwestern Gas Measurement Short 
Course held at the University of Oklahoma, on 
April 13, 14 and 15. 

Representatives from the oil and gas in- 
dustries, from executives to meter readers 
attended the 91 classes which were conducted 
by instructors from industry, equipment manu- 
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facturers and university. 

W. E. Caine, vice-president of Texas East- 
ern Transmission Corp., Shreveport, presented 
the principal address for George T. Naff, 
president of the company. Presiding at the ses- 
sions were Pat H. Miller, also of Texas 
Eastern, chairman of the course’s general com- 
mittee, and K. R. Tibbets, Warren Petroleum 
Corp., newly elected general chairman. 


Cash prizes were awarded to winners of the 
annual essay contest on “what I learned at the 
measurement short course”. Robert L. Hood, 
Texas Eastern Transmission Corp., Shreve 
port, won first prize. The second prize went 0 
Ray Penrod, Texas Gas Transmission ©, 
Owensboro, Ky.; and Garner Price, City Gas 
Department, Decatur, Ala., won third prize. 
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Gas growth continues 
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During past decade, gas utility v8 Nad added an 

of 700,000 new residenti t $ per 
year. Total family units advanced pos nine per- 
cent, while gas customers increased 36 per- 
cent and use per customer rose 81 percent 





Gas heating promotion 


E MOST INTENSIVE gas heating pro- 
motion ever sponsored by Consolidated Ed- 
ison Company of New York, Inc., started with 
a “kick-off” meeting for the company’s sales 
representatives, local plumber-dealers, manu- 
facturers and distributors of gas appliances on 
April 21. 
Goal of “Con Edison’s 1954 Gas Promo- 
tion” is to promote the use of gas for space 





Equitable employees attend school sessions 


CHOOL BELLS were ringing at Equitable 
Gas Co., Pittsburgh a few weeks ago, as 
employees filed back into classrooms to learn 
more about their own company operations and 
those of a gas machinery manufacturer. 

On February 12, representatives of all divi- 
sions of the Equitable system met for a day- 
long session in which a program of activities 
was presented to give a better understanding 
of company operations. 

Under the direction of J. R. Leggate, man- 
ager of the customer service division and his 
committee, a conducted tour was made of the 
new customer service center, the accounting 
and billing sections, customer and meter re- 
cords departments, and the service board and 
telephone departments. 

A panel presentation further amplified the 


program of customer service operations. 
Among the program leaders were: A. W. Con- 
over, president; T. H. Evans, vice-president 
in charge of sales; D. B. Beecher, vice-presi- 
dent and general manager; and M. M. Pears, 
manager of planning and development. 

A few weeks later on March 2, Equitable 
supervisory employees attended an all-day 
school sponsored by the Mueller Co., Decatur, 
Ill., manufacturers of fittings and tapping 
machinery for the gas industry. 

The school was originated in 1952 to train 
gas industry personnel to make gas service 
connections safely, under pressure, without 
loss of gas. The session was conducted in ' 
Pittsburgh under the direction of F. X. Uhl of 
the Mueller Company. 


Texas short course scheduled for next month 


pave KAYSER, president of El Paso Natu- 
ral Gas Company and a director of Ameri- 
can Gas Association, will deliver the principal 
General Assembly address at the Short Course 
in Gas Technology given by the Texas Col- 
lege of Arts and Industries. The course, spon- 
sored by the Southern Gas Association, will 
be given on June 2, 3 and 4. Other principal 
speakers will be W. C. McGee, Jr., Dr. E. H. 


Poteet and C. I. Wall. 

The course will be divided into the trans- 
mission and production sections. Enrollment 
is open to 200 .persons in the natural gas in- 
dustry who have an adequate engineering 
background in technical problems of produc- 
tion and transmission of natural gas. Enroll- 
ment fee is $35, including course, dormitory 
accommodations and meals at the college. 


underway in New York area 


and water heating, for home and apartment 
laundry dryers and for apartment house in- 
cineration. 

The campaign, which will run through 
November 15, will be supported by news- 
paper, television and radio advertising and 
four promotional mailings to potential gas 
heating customers in one and two-family homes 
throughout Con Edison’s gas service territory. 


Californians complete five accident-free years 


UTHERN CALIFORNIA Gas Company 

distribution department crewmen serving 
the cities of Glendale and Burbank have com- 
pleted five years without a lost-time accident. 
The outstanding record encompasses a total 
of 479,925 manhours of active operating work 
done in the streets, homes and business places 
installing and maintaining gas facilities. 


Recognition for the accident prevention 
achievement was given to crewmen at a spe- 
cial dinner ceremony. 

K. D. Brown, assistant safety engineer, pre- 
sented a safety plaque to C. F. Nettels, dis- 
tribution district supervisor. 

Earl E. Taylor is safety engineer for the 
company. 


Handy Flame advertises gas in Florida 


HE GAS INSTITUTE of Greater Miami 
and its 20 member gas companies have 
adopted the advertising character, Handy 
Flame, according to W. H. Rohr, Jr., creator 


“of the figure. 


The Florida group will use the character 
to add friendly interest and continuity to its 
entire advertising and sales promotion pro- 
gram. Handy Flame is now used by fifty gas 
companies in the United States and Canada. 


Consider increased facilities 


|F TEXAS EASTERN Transmission Corpo- 

tation reconverts the Little Big Inch pipe- 
line to the transportation of petroleum prod- 
ucts, it will be after provision for substitute 
and perhaps increased natural gas facilities. 

This statement was made recently by 
George T. Naff, Texas Eastern president, 
while commenting on the proposed $76 mil- 
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lion reconversion. 

Reconversion is based on the assumption 
that legal matters and other related problems 
can be resolved and that the Federal Power 
Commission will enter an order permitting the 
abandonment of natural gas service through 
certain portions of the line and substitution 
of other facilities for the service. 





Advertising and promotional efforts will 
stress the theme: “Gas Heat’s Best—Costs 
Less Than You Think.” 

Approximately 60 business representatives 
already have received special training and 
have been assigned exclusively to the gas 
heating promotion to develop new business 
in their territories and follow through on 
the progress of installations. 


Honor operating men 





As they near retirement, M. |. Mix, 1937 chair- 
man of the Operating Section and Frank J. Hall, 
winner of the 1952 Distribution Achievement 
Award, share applause at the recent Distribu- 
tion, Motor Vehicles and Corrosion Conference 





47 









Beas 


7. ahah nce Dagan >cmae -aieee A saan Peeion 
deep NTS Yes et we xs 
we A 


Re 


gmt gis 


SI Ree 


SN ee ee ee 
. pales Pieri 
= 2 mee 





we 
ne ae Mal a 


PRE 


a 


aoa 


Tar 


de Be fiat OF 
tert: 


‘ 





Malony succeeds Hawley as president in Bridgeport 


ONALD A. MALONY, executive vice- 

president of the Bridgeport Gas Light Co., 
Connecticut, has been named president to 
succeed George S. Hawley. Mr. Hawley has 
been elected chairman of both the board and 
of the company’s executive committee. 

Mr. Malony, educated at Drexel Institute 
and Temple University, Philadelphia, joined 
the Bridgeport utility in 1934. Prior to that, 
he had served the United Gas Improvement 
Company for more than 10 years, and at the 
time he severed his connection, was employed 
as assistant sales manager of the subsidiary 
Philadelphia Gas Works Company. 

Mr. Malony has been executive vice-presi- 
dent and a member of the board of directors of 
the Bridgeport Gas Light Company for six 
years. He formerly held positions as sales 
manager, personnel director and assistant to 
the president. 

Active in gas industry trade associations, 


Personal 


and 
otherwise 





Mr. Malony has been a vice-president of the 
American Gas Association, and now serves as 
chairman of the Industrial and Commercial 
Gas Advertising Committee. 

Mr. Hawley’s career has been closely asso- 
ciated with Bridgeport progress for more than 
50 years. Mr. Hawley learned telegraphy 
while still in school, then taught himself 
stenography, became an official court reporter, 
and eventually passed the state bar examina- 
tions in 1915. In 1918, he was named counsel 
and manager of the Bridgeport Manufacturers 
Association, resigned two years later to be- 
come vice-president of the Bridgeport Gas 
Light Company. In 1928, he was named presi- 
dent of the utility. 

Mr. Hawley has contributed invaluable 
leadership to gas industry progress. He has 
been a director, vice-president and president 
of American Gas Association; is a past-presi- 
dent of Connecticut Gas Light Association, 











George S. Hawley Ronald A. Malony 


New England Gas Association and the Society 
of Gas Lighting. In 1952, he was appointed 
to serve on the Gas Industry Advisory Council 
to the Secretary of the: Interior. 


Bergman appointed Panhandle chief engineer 


H. M. BURNHAM, who retired recently 

. as vice-president and chief engineer, Pan- 
handle Eastern Pipe Line Co., is now an 
engineering consultant with offices in Mer- 
riam, Kansas. 

M. K. Hager, vice-president in charge of 
operations, has assumed responsibility for all 
of Panhandle’s engineering activities, and 
S. A. Bergman has been appointed chief 
engineer. 

Mr. Burnham left the company after 17 
years of service in the engineering department. 


He joined Panhandle Eastern in 1937 and in 
1941 was appointed chief engineer. He was 
made a vice-president in 1943. A graduate of 
Ohio State University, he has served the utility 
industry since 1916. He is a member of Ameri- 
can Gas Association. 

S. A. Bergman takes over as chief engineer 
after four years as assistant chief engineer. 
Educated at Michigan College of Mining and 
Technology, he joined the company in 1941 
as an office engineer. 


Four employees awarded American Gas Practice certificates 


EROME J. MORGAN, consulting chemical 

engineer in charge of the A. G. A.-spon- 
sored course on American Gas Practice, an- 
nounces four new graduates. The course is 
divided into two sections: 1, Production of 
Manufactured Gas and 2, Distribution and 
Utilization of City Gas. 

Completion certificates for both sections of 


the course have been awarded to George E. 
Armstrong, Louis R. Hampton, August H. 
Fricke and Kenneth Kelton. 

Mr. Armstrong is employed as a district 
representative of the Minneapolis Gas Com- 
pany in Excelsior, Minnesota. Mr. Hampton, 
a graduate mechanical engineer, serves the 
Providence Gas Company, Rhode Island, and 


has recently been appointed assistant superin- 
tendent of distribution. Mr. Fricke, educated 
at Fairleigh Dickinson College, is an assistant 
general foreman for Public Service Electric 
and Gas Company in Hackensack, New Jersey. 
Mr. Kelton is also employed by Public Serv- 
ice, as a cadet engineer in Harrison, New 
Jersey. He is a graduate of MIT. 


Saunders elected Texas Eastern Transmission vice-president 


B. SAUNDERS, JR., president of Triangle 

. Refineries, Inc., Houston, has been elected 
vice-president of Texas Eastern Transmission 
Corp., Shreveport. 

Mr. Saunders has been active in the oil 
business since 1922, as roustabout, tool dres- 


Howard Weist retires after 31 


OWARD N. WIEST, chief gas dispatcher 

for the Michigan Wisconsin Pipe Line 
Co., Detroit, retired on March 31. During 
Mr. Wiest's 31 years service in the American 
Natural Gas Company system, he served 26 
years with Michigan Consolidated Gas Com- 
pany and four years with Michigan Wisconsin. 
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ser, refinery construction worker, and refinery 
office worker. Originally with the Kettle Creek 
Refining Co., El Dorado, Ark., he becamg sales 
manager of that organization in 1928. In 1929 
he was made general sales manager for Im- 
perial Refineries, Tulsa, Okla., where he re- 


mained until 1937. In that year, Mr. Saunders 
organized Triangle Refineries, Inc., St. Louis, 
and moved to Houston in 1944. 

Mr. Saunders is a member of the American 
Petroleum Institute and the Independent 
Petroleum Association of America. 


years with American Natural Gas 


He first became associated with the system 
in 1923 when he was appointed to supervise 
design, construction and operation of plants 
of Michigan Consolidated. Five years later 
he became chief gas dispatcher and retained 
that post for 21 years. 

Mr. Wiest joined Michigan Wisconsin as 


chief gas dispatcher when the company began 
operations in November, 1949. He is 4 
gtaduate engineer of Purdue University. Dur- 
ing his career in the gas industry he was an 
active member of the American Gas Associa- 
tion, Independent Natural Gas Association 
and the Detroit Board of Commerce. 
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DERICK T. SEARLS has been pro- 
moted to the position of rate attorney for 
Pacific Gas and Electric Co., San Francisco. 
He succeeds Ralph W. DuVal, who has re- 
tired and has become a special attorney for 
the utility. 
Mr. DuVal is a veteran of 41 years service 
with the company, and was rate attorney 


Searls follows DuVal as Pacific Gas & Electric rate attorney 


since 1933. In handling all gas, water, and 
electric matters of the company before the 
California Public Utilities Commission, Mr. 
DuVal took part in some 1,500 formal com- 
mission proceedings and appeared before 
most of the commissioners who held office 
since 1912. 

Mr. Searls was graduated from Stanford 


Names in the news... roundup of promotions 


Utilities and pipelines 


The Connecticut Light and Power Com- 
pany has announced the appointment of two 
division managers. David W. Price has been 
named manager of the western division in 
Waterbury, and Edward R. Peterson has 
been selected as manager of the eastern divi- 
sion with offices in Willimantic. 

James Carll, former oil editor of the San 
Angelo, Texas, Standard-Times has joined 
Lone Star Gas Company’s advertising de- 
partment staff in Dallas. Mr. Carll is a mem- 
ber of Texas Mid-Continent Oil & Gas as- 
sociation. 


Maxwell moves up 


AMES L. MAXWELL has been appointed 

manager of the New Jersey Natural Gas 
Company's northern division. He was formerly 
chief gas engineer of the Long Branch plant of 
the company. 

Mr. Maxwell succeeds James J. Farley who 
has been appointed manager of the Gas Com- 
pany’s bay division. 

Mr. Maxwell is a member of A. G. A. and 
is active in the Operating Section. 


Patterson promoted 


ENERAL GAS CORP., distributor of lique- 

fied petroleum gas in Baton Rouge, La., 
announces the election of I. W. Patterson as 
vice-president and general manager. 

Mr. Patterson joined the company in 1945, 
and was named vice-president in 1950. 


Drevs is secretary 


OBERT M. DREVS has been elected sec- 

retary of The Peoples Gas Light and Coke 
Co., Chicago, Mr. Drevs, who has been with 
the company since 1933, has served as assist- 
ant secretary and assistant treasurer since 
1949. He succeeds, as secretary, Remick Mc- 
Dowell who has also been a vice-president 
since 1951. Mr. McDowell was re-elected to 
the office of vice-president and will retain 
general direction of the offices of the secretary 
and treasurer and of financial and public re- 
lations functions of the company. Both Mr. 
Drevs and Mr. McDowell are members of 
American Gas Association. 

Succeeding Mr. Drevs as assistant secretary 
and. assistant treasurer is William H. Holl- 
weg, former budget director. Other appoint- 
ments are William E. Sauer as budget di- 
rector and Thomas L. Malzacher as assistant 
budget director. 
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Appointment of L. R. Pickup as manager 
of San Fernando Valley division has been 
announced by Southern California Gas 
Company. He succeeds the late S. E. Critch- 
field. 


Manufacturers 


E. W. Westland has joined the Caloric 
Stove Corp., Topton, Pa., as manager of 
built-in gas range sales. He was formerly 
employed in the sales department of Con- 
solidated Edison Company of New York, 
Inc., as an assistant branch sales manager. 


University in 1933 and received his law de- 
gree from Harvard University in 1936, the 
year he became a member of the P.G. & E. 
law department. From 1942 to 1946 he served 
as an Air Force intelligence officer. Since the 
war, Mr. Searls has represented the company 
in various rate and other matters before the 
Public Utility Commission and the FPC. 


McMurray advances 


ERBERT H. MCMURRAY has been ap- 

pointed director of sales of the Washing- 
ton Gas Light Company. He succeeds Roger 
A. Gordon who has retired after 15 years of 
service as a sales executive of the utility. 

Mr. McMurray has been promotional sales 
manager for the past five years, earlier having 
been advertising manager. He joined the 
Washington Gas Light Company in 1930 as 
a retail salesman. 

Mr. McMurray is a graduate of De Pauw 
University and National University, Wash- 
ington, D. C. In recent years he has been ac- 
tive in the affairs of the American Gas Asso- 
ciation, and is currently a member of its New 
Freedom Gas Kitchen Committee. 


Columbia system appoints two home service workers 


EANNE MONTGOMERY, Columbus dis- 

trict home service supervisor, The Ohio 
Fuel Gas Co., has been appointed home serv- 
ice director of the Columbia Gas System's 
Charleston group of companies. Shirley Ann 
Nolan, home economist on Miss Mont- 
gomery’s staff, has been appointed to succeed 
her, in Columbus. 

In her new position, Miss Montgomery will 
direct activities of home service workers in 
parts of West Virginia, Kentucky and Ohio 
from her headquarters in Charleston, West 
Virginia. She has held her present position 
since 1946. Before that, she was home service 
director in the Elyria district. She is a home 
economics graduate from Ohio State Univer- 
sity, Columbus. 

Miss Nolan received a degree in home eco- 
nomics from St. Mary of the Springs College, 


Wheat named vice-chairman 


Transcontinental Gas Pipe Line Corp., 
Houston, has been appointed vice-chairman 
of the Corporate Secretaries Committee of 
the American Gas Association. The appoint- 
ment was made by Howard F. Noyes, senior 
vice-president, Washington Gas Light Co., 
chairman of the A. G. A. General Manage- 
ment Section, which includes the Corporate 
Secretaries Committee. 

Mr. Wheat will assist B. H. Harper, secre- 
tary, Northern Natural Gas Company, Omaha, 
who is chairman of the Corporate Secretaries 
Committee. The chief responsibility of the 
committee is to study and develop methods 
for meeting the problems of corporate secre- 
taries within the gas industry. 

Mr. Wheat has been with Transcontinental 
Gas Pipe Line Corporation since the com- 





Shirley Nolan 


Jeanne Montgomery 


Columbus, in 1951. Since that time, she has 
been employed by The Ohio Fuel Gas Com- 
pany. 


of corporate secretaries 
OM H. WHEAT, corporate secretary, | 


pany was founded in 
1948. At present he 
is its oldest employee 
in the line of service. 

He was graduated 
from the University of 
Texas in 1939. Prior 
to service in World 
War II, he was execu- 
tive secretary to Texas 
Governors James V. 
Allred, Lee O’Daniel, 
Coke R. Stevenson. 

Mr. Wheat has been 
active in American Gas Association affairs 
for several years. He also is an active mem- 
ber of the Independent Natural Gas Associa- 
tion of America and the Mid-Continent Oil 
and Gas Association. 





Tom H. Wheat 
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Top executives advance at lowa-Illinois 


P. CONRAD has been elected chairman 

. and Charles H. Whitmore has been named 

president of the Iowa-Illinois Gas and Electric 
Co., Davenport, Iowa. 

As chairman of the company, a new posi- 

tion, Mr. Conrad will continue as the chief 

executive officer, determining fundamental 


Laverna Best follows Winnell 


AVERNA BEST has been named home 

service director of Houston Natural Gas 
System to succeed Mrs. Winnell Simmons, 
who is resigning from business. 

Since 1947, Miss Best had been a regional 
home service director for Oklahoma Natural 


policies and exercising general control, subject 
to the approval of the board of directors. 

Mr. Whitmore, former vice-president and 
general counsel, will direct and manage the 
operation of the utility and all its staff serv- 
ices, except finance and accounting. 


Simmons in Houston 


Gas Co., Tulsa, during which time she worked 
closely with the home economics faculty of 
the University of Oklahoma, supervising 
demonstrations for college students. 

A graduate of Oklahoma A & M, Miss Best 
at one time taught school home economics. 


Upchurch made vice-president of Texas Eastern Production 


manager for Texas Eastern Production 
rp., Houston, has been elected vice-presi- 
dent. In addition to new administrative duties 
Mr. Upchurch will continue to manage the 
activities of the land department. Mr. Up- 


ppAben J. UPCHURCH, land department 
Co 


Conover selected in Atlantic 


RUCE W. CONOVER has been named as- 
sistant to the general superintendent of op- 
erations of South Jersey Gas Co., Atlantic 
City. Mr. Conover, assistant engineer of the 
company since January 1953, is a graduate me- 
chanical engineer of Northwestern University. 


church joined Texas Eastern Production Cor- 
poration in May, 1952. Prior to that he was 
employed by Cabot Carbon Company and 
Humble Oil and Refining Company. He 
studied law at the University of Texas School 
of Law and is a member of the Texas bar. 


City 
Before coming to South Jersey he was assist- 
ant superintendent of distribution and com- 
mercial sales engineer at North Shore Gas Co., 
Waukegan, Illinois. 
Mr. Conover is a member of American Gas 
Association and New Jersey Gas Association. 


Correction 





Joseph H. Purdy, 
Light & Power Co., Baltimore, chairman of 


Consolidated Gas Electric 





the Cust Relati Cc ittee, Accounting 
Section, American Gas Association, is author 
of the article, ‘Accountants Scrutinize Poll 
Methods” which appeared on page 29 of the 
April issue of the MONTHLY. Through an error 
in identification, the picture of Harry L. Purdy, 
British Columbia Electric Co., Ltd., Vancouver, B. c 
Canada, appeared with the article.—The Editors 


Connecticut utility company promotes five engineering executives 


ALVIN T. HUGHES, vice-president of 

The Connecticut Light and Power Com- 
pany, is now vice-president and consulting 
engineer. Eugene D. Ripley, formerly mechan- 
ical engineer, is chief engineer and Harold M. 
Kopp, who has been serving as general engi- 
neer, has been named engineer responsible for 
the entire company’s gas operations. Russell 
Hicock, formerly transmission and distribu- 
tion superintendent, is operating superinten- 
dent and John R. Beccia, who has been an 
engineer, is now a utilization engineer. 

Mr. Hughes, an engineering graduate of 
the University of Oklahoma, and a post- 
gtaduate student at Yale University, has 
served the company since the end of World 
War I. He joined the company originally as 


a cadet engineer and held successively the 
positions of assistant, electrical and general 
engineer before becoming general superinten- 
dent in 1939. He was elected vice-president 
in December 1949. 

Mr. Ripley, a graduate of Yale University, 
began his utility career in 1926 as assistant 
engineer with the general operating depart- 
ment in Waterbury. Assigned as production 
engineer in 1929, he became Devon plant 
superintendent in 1939, and mechanical engi- 
neer in 1951. 

Mr. Kopp, a graduate of Pratt Institute, 
joined The Waterbury Gas Light Co., which 
later merged with CL&P, as chemist in 1919. 
He later advanced to assistant plant superin- 
tendent and superintendent of manufacturing. 


He was appointed general engineer for CL&P 
in 1930. Mr. Kopp is a member of American 
Gas Association. 

Mr. Hicock joined the company in 1927 as 
a cadet engineer following graduation from 
Yale University. He advanced successively 
to assistant engineer, engineer, and transmis- 
sion engineer in CL&P’s general operating 
department. In 1951 he was appointed trans- 
mission and distribution superintendent. 

Mr. Beccia began his utility career in 1926 
as a chemist with The Waterbury Gas Light 
Company. He was transferred to CL&P’s gen- 
eral test department in 1931 and in 1936 to 
the gas distribution department as assistant 
engineer. In 1949 Mr. Beccia was appointed 
engineer. Mr. Beccia is a member of A. G. A. 





OBITUARY 





S. E. Critchfield 


manager of the San Fernando Valley division, 
Southern California Gas Co., died on March 
22 at the age of 48. 


50 


Mr. Critchfield, a graduate of Rose Poly- 
technic Institute, Terre Haute, Ind., joined 
the Southern California Gas Company in 1939 
as an industrial service engineer. He had held 
his present position since 1950. 

Mr. Critchfield was an active member of 
American Gas Association and Pacific Coast 
Gas Association, and had been a member of 
the A. G. A. Subcommittee on Work on Con- 
sumer’s Premises from 1948 to 1950. 

He is survived by his wife Adeline; a 
daughter; a step-daughter; a step-son; his 
mother and two brothers. 


H. P. Carroll 


vice-president and operating manager of the 
Texas distribution division, United Gas 
Corp., Houston, died on April 6 after an 
illness of several months. 

His death ended a long career in the gas 
industry. Since 1930, Mr. Carroll had been 
an executive with United Gas and predeces- 
sor companies in Houston. He was a membet 
of A. G. A. 

Mr. Carroll is survived by his wife, the 
former Fay Coward; two sons, a brother, 
two sisters and three grandchildren. 
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Today’s management 


(Continued from page 8) 


here is to think in terms of specific, con- 
crete attitudes and actions and to deal 
with particular situations. We sometimes 
forget that generalities are all too often 
meaningless guides when specific action 
is needed. 

The last four sessions are devoted to 
the organizational aspect of manage- 
ment’s job as related to the company’s 
over-all policies and objectives. This is 
an even broader point of view on the hu- 
man aspects of company operation, 
namely, the construction of an over-all 
organization of human effort necessary 
to accomplish the corporate job. 


It should be pointed out that this pro- 
gram is not a series of lectures, nor is it 
a series of “how to do it” illustrations. 
Situations and cases present diffiaulties 
and issues which the group analyzes and 
discusses. Exact answers are not neces- 
sarily forthcoming from these discus- 
sions. But we believe that the partici- 
pants get some training in how to think 
about problems and we hope that out of 
these group discussions our people will 
develop judgment, insight and awareness 
—a philosophy for working with people. 

We are quite enthusiastic about this 
program and feel that it has been a con- 
structive step in developing good human 
relations in our company. 

First, we believe that we have stimu- 


lated some thinking about human prob- 
lems. Attitude changes take time and 
certainly the job can’t be completed in a 
36 hour program, but we believe we have 
made a good start. 

Second, we believe the participants 
have developed a better insight into the 
results of their decisions and that they 
can see more clearly why hasty decisions 
and actions taken without the full con- 
sideration of all of the pertinent facts 
frequently cause problems. 

Third, we believe participants have a 
better understanding of the importance 
of the individual. As a result of this pro- 
gram they have seen that the job gets 
done through people and that all people 
are different. 





Coast gas men 


(Continued from page 23) 
by Guy W. Wadsworth, Southern Coun- 


ties Gas vice-president and general man- 
ager, and addressed by F. M. Banks, 
Southern California Gas president and 
A. G. A. first vice-president. 





Discussion on the experimental gas 
range sections continued when the af- 
ternoon session convened. A great deal 
of interest was shown by both utility and 
manufacturer representatives as they 
questioned the A. G. A. Laboratories 
representatives on all aspects of the dem- 
onstration. 


The conference closed with a report 
by Roy A. Siskin, A. G. A. research en- 
gineer, New York, on other PAR-spon- 
sored domestic research projects being 
conducted. Of particular interest to the 
delegates were the reports on gas air 
conditioning research and domestic gas 
incinerator research. 





Credit picture 


(Continued from page 29) 





security deposits has materially increased, 
indicating that more substantial amounts 
are obtained to secure accounts, to cover 
larger average service bills or to fortify 
against certain customers regarded as ex- 
treme credit risks. 

It would appear that despite larger 
Cycle or Past Due Balances, there is no 
general attempt being made to expedite 
payment by stepping up the number of 


Discontinue Notices sent to customers. 
It is interesting to note, however, that 
the General Ledger Balance Percent of 
Outstanding to Sales is reduced to a 
greater degree in the three districts which 
show the highest increase in the number 
of Discontinuance Notices sent, the num- 
ber of service terminations, etc. 

Charge Offs, both in number and 
amounts continue to rise as they have 
done consistently since the Credit Picture 
was inaugurated. The upswing in cus- 
tomers and sales through these years 


naturally account for a considerable por- 
tion of our losses. Migration of workers 
from one community to another during 
the era of labor shortages, overbuying 
of nonessentials, broken homes and the 
general lowering of morale which usu- 
ally follows a period of world conflict 
were also large contributing factors. It 
is entirely possible that a good portion 
of the current increase can be attributed 
to sheer inability to pay due to a general 
decline in the employment index. 





Operating men 


(Continued from page 37) 





and took occasion to emphasize the re- 
ciprocal importance of the gas industry 
and the Canadian and American form 
of government. 

The five automotive and mobile 
equipment sessions were presided over 
alternatively by W. W. McCartney, 
The East Ohio Gas Co., and S. M. 
Foeller, Michigan Consolidated Gas 
Co., chairman and vice-chairman re- 
spectively of the Automotive and Mo- 
bile Equipment Committee; and D. K. 
Wilson, chairman of Edison Electric 
Institute’s Transportation Committee. 
The automotive sessions were prepared 
and sponsored jointly by A.G.A. and 
Edison Electric Institute. 


ISSUE OF MAY, 1954 


J. L. Adkins, The Peoples Gas Light 
and Coke Co., chairman of the Corro- 
sion Committee, presided at the one 
corrosion session and at one corrosion 
luncheon session. Vice-Chairman C. W. 
Beggs, Public Service Electric and Gas 
Co., presided at the second luncheon 
conference devoted to corrosion. 

The success of an Operating Section 
conference may, to some extent, be 
gauged by attendance at the afternoon 
luncheon conferences. Beginning at 
12:45 p.m. each day, these sessions were 
open to any and all delegates, who were 
free to come and go as they pleased. 
With only short formal programs 
planned, the length of each conference 
was dependent upon discussion from 
the floor and attendance was contingent 
upon the interest generated by such 


discussion. It was a tribute to the pre- 
siding chairmen, who arranged and 
conducted the sessions, that they con- 
tinued throughout the afternoons with 
full attendance. Moreover, because 
two or three sessions were held con- 
currently, there was considerable inter- 
change of delegates who wished to at- 
tend as many sessions as possible. This 
year, for the first time, buffet luncheons 
were served and seemed to meet with 
general approval from those in attend- 
ance. 

The Quebec Hydro-Electric Com- 
mission, acting as hosts to the con- 
ference, showed typical Canadian hos- 
pitality to the delegates. Its mammoth 
service center was thrown open for in- 
spection trips and a booth was main- 
tained at the headquarters hotel. 
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Chicago utility advances Joseph Kahn to new post 


IOSEPH KAHN has been appointed assistant 

manager of the industrial sales department, 

The Peoples Gas Light and Coke Co., 
Chicago. 


A veteran of over 30 years as a sales engi- 
neer with Peoples Gas, Mr. Kahn is a graduate 
of University of Colorado and Harvard Uni- 
versity’s Advanced Management 


During the past war he served as chief of fuels 
and power for the Chicago Ordnance Distrig 
of the U.S. Army. He is a member of the 


Program. American Gas Association. 





Mrs. America 





(Continued from page 6) 


power companies to rent booth space. The three-man 
committee went to work to capture the show exclusively for 
the gas companies and did so, “pre-empting the electric 
competition,” as they report, “from the greatest promo- 
tional plum of the postwar era.” 

The Pittsburgh companies felt that they benefited greatly 
from the campaign, not only in direct publicity, but in the 
contacts they made during the promotion—for instance, 
they report that although most supermarkets have always 
been extremely jealous of floor space, as a result of this 
promotion it will probably be easier for dealer contact men 
to get space for live gas ranges for promotions in the food 
stores. 


FLORIDA 


Peoples Water and Gas Company of North Miami, whose 
Mrs. Florida promotion was covered in the March issue of 
the MONTHLY, wound up on March 17 with the selection of 
Mrs. Mickie McDavid of Miami Beach, mother of two boys, 
as the state candidate. Mrs. McDavid’s husband is a dentist. 
She was crowned by the 1938 Mrs. America, aided by the 
Mrs. Florida of 1949, who served as a judge. A bright- 
eyed brunette, Mrs. McDavid received her crown during the 
Home Show in Bayfront Park auditorium, winning over 14 
other finalists who had survived two eliminations by a panel 
of four judges. 

The final contest leaned heavily on baking trials, with 
ironing, sewing and interviewing coordinated into the 
schedule. Estimated audience at the two-day contest dur- 
ing the Home Show was approximately 55,000. WTVJ, the 
local TV station, covered the contest and the crowning for 
two nights. Fox Movietone and Telenews shot around 
2,000 feet of film. 

Mrs. McDavid will receive more than $1,000 in prizes, 
including a gas range, gas clothes dryer, foods, and a sewing 
machine. 


WASHINGTON, D. C. 

Everett J. Boothby, president of the Washington Gas 
Light Co., crowned Mrs. Kenneth J. Staffa as Mrs. Wash- 
ington D. C. at the finals of the District of Columbia con- 
test on April 3. The gas company joined with Station 
WMAL and WMAL-TV, owned by the Evening Star, in 
sponsoring the contest. 

This wound up a contest that Washington Gas Light 
launched on January 7 with a build-up to create interest 
in entries, and followed through with semifinals from 
March 1 through 27. Entries were screened to 40 by means 
of a questionnaire mailed to all entrants. Then eight run- 
off competitions of five contestants each were held, two 
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a week over a period of four weeks, consisting of home. 
making tests in the gas company auditorium and personality 
judging on the air at the television studio. 

Prizes for Mrs. Washington included a new Buick do. 
nated by a local dealer, a Detroit Jewel gas range, luggage 
and a wardrobe. All the finalists received a wrist watch. 

Over 1000 radio announcements and 600 television ap. 
nouncements, contributed by the stations participating, 
carried the name of Washington Gas Light as co-sponsor 
of the contest. During the televised portion of each of 
the semifinals and in the three finals programs, an explana. 
tion of the contest included a carefully prepared statement 
of the gas company’s interest in homemaking—and the 
part played by the various residential gas services. 


NEW YORK 


The Brooklyn Union Gas Company and Iroquois Gas, 
which had cooperated on the state contest, saw their final- 
ists line up on March 31 at the Granada Hotel in Brooklyn 
and Mrs. Mary Morrison of Long Island emerge as Mrs. 
New York State. Twenty-nine years old, Mrs. Morrison 
works as a secretary and model in addition to her duties as 
a wife and mother. 

Second-place winner was awarded a Caloric gas clothes 
dryer. The Brooklyn entry, who placed third, received a 
$1,000 U. S. Bond donated by Brooklyn Union, and the 
fourth-place finalist won a sewing machine. 

The impressive array of judges that Brooklyn Union 
secured for the contest included Dr. Helen Judy Bond, head 
of the Home Economics Department, Teachers College, 
Columbia University; Alice Petersen, food editor, New 
York Daily News; Elsa Steinberger, food editor, Brooklyn 
Eagle; Martha Jane Tupper, home economics director of 
Dudley, Anderson and Yutzy; Sarah Cole, assistant home 
service director, Corn Products Refining Company; Eliza 
beth Heldt, director of food testing, American Can Com- 
pany; Eleanor Howell, recently an instructor at Teachers 
College, Columbia; and Edith Barber, syndicate writer 
and cookbook editor. 


CONNECTICUT 


Chosen out of a field of six finalists, Mrs. John Wash- 
burn of Greenwich became Mrs. Connecticut at the contest 
finals April 2 at the Bridgeport Gas Light Company. She 
was crowned by Sigord Swanson, Ringmaster of the 1954 
Barnum Festival. 

Final judging was based on: cooking, sewing and ironing 
ability; modeling in evening gown; reading and composi- 
tion of 500-word essay and submitted menu. A panel of 
five judges chose the winner. 

Mrs. Connecticut appeared on the May Bradshaw Hayes 
radio program, and received publicity in the Bridgeport 
papers during the finals, at her crowning, and when she left 
for Florida with her family. 
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WISCONSIN 


Milwaukee Gas Light, after two days of homemaking tests 
for its six finalists, announced the winner of the title Mrs. 
Wisconsin, Wednesday night, March 17, at the Milwaukee 
Home Show. She is Mrs. John Iverson of Milwaukee, 27 
years old and the mother of three children. Mrs. Iverson 
won a Detroit Jewel range as well as her trip to the Florida 
finals. Right after the announcement by B. T. Franck, gas 
company vice-president, Mrs. Iverson was rushed over to 
WTMJ-TV, where she appeared on the gas company’s 
weekly program, “The Milwaukee Newsreel.” 


MISSISSIPPI 


Mrs. A. E. Beall of Jackson, who has a daughter 16 and a 
son 13, was named Mrs. Mississippi at the state finals on 
Saturday night, April 10, at the Biloxi Home Show. She 
was crowned by the current Mrs. America, Mrs. Erna 
Snyder, who had been brought down to build up interest 
in the contest and whose presence materially stepped up 
Home Show attendance. 

Mrs. Beall won out over four other finalists in home- 
making trials conducted in the Blue Flame Room of the 
United Gas Corforation’s Biloxi office. Five judges 
weighed the qualifications of the contestants. 

The visiting Mrs. America made several personal ap 
pearances around Biloxi and was given an informal re- 
ception at the Blue Flame Room of United Gas on Friday 
afternoon, under the direction of United’s home economist, 
Miss Emagene Burge. Presidents of garden clubs and other 
organizations that had used the Blue Flame Room, as well 
as members of the press and radio and the finalists in the 
Mrs. Mississippi contest, were invited in to meet her. 


VIRGINIA 

The Virginia contest, sponsored by six gas companies, 
wound up April 2 with the state finals in Richmond, with 
Mrs. Roanoke, Mrs. James Baird Riggle, emerging with the 
state crown. The six cooperating companies are Portsmouth 
Gas Co., Virginia Gas Distribution Corp., Roanoke Gas 
Co., Richmond’s Department of Public Utilities, Peters- 
burg & Hopewell, and Suffolk Gas Corporation. 

Each company selected a finalist from its area by means 
of elimination contests: for instance, Virginia Gas Dis- 
tribution divided its territory into two sections, the War- 
renton and Staunton areas; held a contest in each section; 
and pitted the winner from each section against each other 
in a third elimination to determine the company’s candi- 
date for the state finals. 


TEXAS AND NEW MEXICO 


Southern Union Gas Company conducted the contest in 
both states. In Texas, lovely Mrs. Bettye Jeane McKown, 
wife of an Austin contractor, was crowned state winner at 
the finals in Austin April 2. Her picture was sent out over 
the Associated Press wire service and received good play 
within the next few days. The New Mexico finals were 
held in Albuquerque after local contests had sifted entrants 
in Artesia, Clovis, Farmington and Albuquerque. 
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NORTH CAROLINA 


Mrs. Robert L. Black of Raleigh, mother of two and wife 
of a publisher's representative, was selected as Mrs. North 
Carolina at a state finals held April 2 in Raleigh and spon- 
sored by Public Service of North Carolina, with the help of 
the Junior Woman’s Club of Raleigh. Nine finalists partic- 
ipated. Public Service arranged to have Mrs. Black out- 
fitted by a local store before she set out for Florida. 


TENNESSEE 


A lively contest promotion in Tennessee ended in the 
selection of Mrs. William D. Kendall of Nashville as state 
candidate. Mrs. Kendall’s husband is an advertising man- 
ager and they have four children, ranging from one to 
seven. Chattanooga Gas Co., Nashville Gas, and Volunteer 
Natural Gas joined forces in running the state contest. 


WEST VIRGINIA 


United Fuel Gas Company divided its territory into the 
Charleston area and the Huntington area. Entrants in the 
Charleston district were screened down to eight contestants. 
Each received a $10 award, and Mrs. Charleston received 
$50. Five contestants participated in Huntington. 

At the state finals held April 6 in Charleston, Mrs. June 
Terrell, the candidate from the Charleston area, was named 
Mrs. West Virginia, and received a $100 cash award, a 
Caloric gas dryer, an Incinor, and a Detroit Jewel range. 


IN BRIEF 


Mrs. Marjorie Wilson of Gadsden was chosen Mrs. Ala- 
bama at a finals held April 9 in Birmingham by the Alabama 
Gas Corporation. She has two children, and helps her 
husband operate an employment agency and accounting 
office. . . . From a state finals March 26 in Savannah, 
Mrs. Henry G. Shuman of Claxton came out as Mrs. Geor- 
gia. State contest was sponsored by Savannah Gas Com- 


pany. . . . The Maryland contest, run by Cumberland and 
Allegheny Gas Co., was climaxed with a state finals in Cum- 
berland. . . . Mrs. Jean C. Lindsay of Omaha was chosen 


Mrs. Nebraska by a committee of judges in New York City. 
Judges, who included home economics and _ personality 
experts, based their choice on entry blank, photograph, 
answers to a detailed questionnaire, and recipes submitted 
by each contestant. The Nebraska contest was sponsored by 
Metropolitan Utilities District, which publicized the con- 
test from February 9 through March 17 with radio an- 
nouncements, ads in daily and weekly newspapers, car 
cards, and television commercials. . . . Other state win- 
ners chosen by the New York judging committee: Mrs. 
Juanita Jean Kerestesy of Cleveland, Mrs. Ohio, sponsored 
in the national finals by the Lake Shore Gas Co., Ohio Fuel 
Gas, and East Ohio Gas Company . . . Mrs. Lewis Grab- 
horn of Indianapolis, Mrs. Indiana, under the auspices 
of Northern Indiana Public Service . . . dark-eyed Mrs. 
Doris Jean Short, Mrs. Okahoma, sponsored by Oklahoma 
Natural Gas Company. . . . Piedmont Natural Gas Com- 
pany handled the South Carolina contest. . . . Mrs. Michi- 
gan was sponsored by Michigan Consolidated Gas Com- 
pany. . . . Boston Consolidated held the Massachusetts 
state finals April 19 at the Home Show. 
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Industry’s buyers 


(Continued from page 26) 


Basically, he equated his stores opera- 
tion as “inventory + purchases, — 
issues, = inventory.” He spoke of his 
company’s materials control centered 
in Houston, with 31 pipelines and com- 
pressor storerooms approximately 60 
miles apart, beginning in Texas and 
ending in New Jersey. 

Results of a questionnaire on the 
various “Methods of Taking Inven- 
tory” were presented by Mr. Cannon 
to enable delegates to benefit by com- 
paring their companies’ operations 
with procedures of other companies. A 
“Material Handling Subcommittee Pro- 
gress Report’ on ideas in materials 
handling equipment was given by E. F. 


Hawkesworth, Southern California 
Gas Co., Los Angeles, California. 
Materials standards, to facilitate in- 
tegration processes in production and 
distribution, were analyzed briefly in 
a subcommittee report by B. H. Fire- 
stone, Northern Indiana Public Service 
Co., Hammond, Indiana. He described 
questionnaire results on steel pipe uni- 
form lengths and identification; gas 
service regulators; meter bars, plus key 
and wing cock lock openings. Stand- 
ards for manufacturers’ packaging mal- 
leable iron screwed pipe fittings, stop 
cocks, steel and line pipe couplings 
were reported on by L. R. Michelsen, 
general storekeeper, The Peoples Gas 
Light & Coke Co., Chicago, Illinois. 
Rounding out the conference was a 
discussion of current problems beset- 





ting purchasing and stores personnel 
whose queries were answered by a vet. 
eran in the field, Carl H. zur Nieden, 
general superintendent of stores, Phila- 


delphia_ Electric Co., Philadelphia, 
Pennsylvania. Questions concerned ma- 
terial and supply budget systems; ware. 
house supply build-up; professional 
consultants who analyze purchase and 
order forms and operations, and repro. 
duction of business forms. 

Southern hospitality engulfed cop. 
ference delegates who were guests of 
Atlanta Gas Light Company's Tale. 
momocraha Club on Allatoona Lake, 
45 miles north of Atlanta. Some dele. 
gates also visited the company’s stores 
department and propane plant, after 
having toured the Ford Motor Com. 
pany assembly plant. 





Industrial round-table___ 


(Continued from page 30) 


Union Control over seniority disputes— 
“Any controversy over the seniority standing 
of any employee on this list shall be referred 
to the Union for settlement.” In the Pacific 
Intermountain case, this statement (in a 
general clause providing for the assigning of 
jobs and making layoffs on a seniority basis) 
was ruled to be, in itself, a violation of the 
NLRA, “because it tends to encourage mem- 
bership in the Union.” 

The defect in the Pacific Intermountain 
clause was not cured by an additional state- 
ment which provided that ‘‘such determination 
shall be made without regard to whether the 
employees involved are members or not mem- 
bets of a Union.’ The Board could see “no 
basis for presuming that when an employer 
delegates to a union the authority to determine 
the seniority of its employees, or even to settle 
controversies with respect to seniority, such 
control will be exercised by the union in a 
nondiscriminatory manner.” It therefore 
ordered the parties to stop giving effect to 
the seniority clause. 


Discriminatory enforcement of seniority 
clause—The employer and the union were 
also found guilty of discriminatorily enforcing 
the seniority clause. The employer relin- 
quished all his control by allowing the union 
to prepare seniority lists. Non-members were 
not placed on the seniority list until they 
became members, while members were listed 
immediately after their employment. 

Such conduct, the Board said, had the effect 
of forcing employees to join the union im- 
mediately, instead of giving them the 30-day 
grace period called for in their union-security 
agreement and required under the NLRA. 
Back-pay damages were ordered by the Board, 
to be assumed equally by the union and the 
employer, for five employees who suffered 
from the unfair application of the seniority 
provisions. 

NLRB revokes certification for non-com- 
pliance—The National Labor Relations Board, 
continuing its recent aggressive policy of re- 
voking union certifications where it finds 
that its processes have been abused in con- 
nection with the filing of non-Communist 
affidavits, has taken action in two recent cases. 

In one case, involving Local 576, Furniture 
Workers, Upholsterers and Wood Workers 


Union, Independent, representing employees 
of California Wrought Iron, Inc., of Pasadena, 
Calif., the Board revoked the union's certifica- 
tion after the union had failed to show cause 
why such action should not be taken pursuant 
to the Board’s earlier notice. The Board had 
previously found that the union had sought 
to avoid the affidavit filing requirements by 
amending its constitution so as to eliminate 
certain official positions from its then existing 
list of officers. 

In the second case, involving the Interna- 
tional Union of Mine, Mill and Smelter 
Workers, the Buard ordered an investigation 
of charges that one of the union's officers 
stated in an article in the union’s newspaper 
that he had resigned from the Communist 
Party to make it possible for him to execute 
an affidavit but that he continued to believe 
in the principles of Communism. The Board 
instructed its administrative staff to conduct 
a hearing and receive evidence on the issues 
whether such union officer had admitted that 
his affidavit is false and whether the union 
membership knew that it was false. Presum- 
ably the Board will then consider whether it 
should withdraw its earlier finding that the 
union is in compliance with the Act. 





Stress industrial load__ 


(Continued from page 35) 


More gas for industry would reduce the 
present large proportion of interruptible 
service, Mr. Manier said. 

He went on to relate the findings 
of the Industrial Gas Study Commit- 
tee which were sent to the A. G. A. 
Board for consideration. He said that 
the report recommended “that each in- 
dustrial gas department review the 
gas uses in its territory and made a 
report to its management concerning 
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critical operations on its lines. Such a 
report would help management plan gas 
rates, gas supply and delivery capacity 
to the end that the more critical opera- 
tions could ultimately assure firm gas 
service.” 

Air pollution is attracting the atten- 
tion of more and more governmental au- 
thorities and the gas industty has an 
opportunity of doing a big job in its 
reduction. R. J. Ruff, president, Catalytic 
Combustion Corp., Detroit, gave a 
paper describing the operation of cataly- 
tic combustion equipment for the elim- 


ination of objectional fumes discharged 
to the atmosphere. He covered those 
waste gases of the lower flammability 
range which could be converted through 
catalysis to color-free and odor-free 
gases. 

Mr. Ruff said that many of the indus- 
trial societies such as the A.S.M., A.F.S., 
A.C.S. and others have air pollution 
committees and advised gas men to co 
operate in their activities so that gas 
equipment would be recommended. 

W. Wirt Young of Waterbury, Conn., 
in his talk, “Mighty Midgets Make 
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Money’, stated that he was just calling 
attention to oft-told truths. His ‘Mighty 
Midgets” are the many pieces of stand- 
ard equipment, “. .. which can be 
shipped in one piece and do not have to 
be constructed in the customer's plant’’. 
He cited the inroads that electric compe- 
tition has made in the industrial heating 
equipment field but that at the present 
time there was a slight trend that gas 
was on the up-curve. 

Mr. Young told the meeting that it 
was up to the individual companies to 
have enough men to properly cover their 
own territories. He said that one com- 
pany, to his knowledge, had only three 
men to serve 2,500 industrial plants in a 
particular area. He concluded his paper 
with a summary of four points to help 
build the industrial gas load: mighty 
midgets make money; electricity is the 
team to beat; it will take Young sales- 
men. They should be paid on an incen- 
tive commission. 

“Gas is really in the production line,” 
according to Sheldon Lee, Minneapolis 
Gas Company. He gave several illustra- 
tions showing how a particular result 
was made possible only through the 
use of gas fuel. Special heating machines 
doing special heating operations in the 
upper temperature ranges, plus automa- 
tion geared to other production opera- 
tions have placed gas fuel squarely in 
the production lines of many establish- 
ments. 

An important part of metal processing 
is the use of prepared atmospheres not 
only for the protection of work but also 
to impart desired metallurgical charac- 
teristics to the work being processed. 
H.N. Ipsen, president, Ipsen Industries, 
Inc., Rockford, Ill., presented a paper 
describing the equipment available for 
this purpose and the range of different 
atmospheres that could be generated by 
this equipment using utility gas and/or 
LP gases. 

Commercial Gas Day had many speak- 
ers who presented topics of wide inter- 
est to the conference delegates. A com- 
panion subject to air pollution is the 
problem of disposing of commercial 
waste. Here the commercial gas men 
can be of assistance to hotels, stores, res- 
taurants and other establishments faced 
with a waste disposal problem. Gas-fired 
incinerators was the topic of George E. 
Marble, Michigan Consolidated Gas 
Company and chairman of the Commer- 
cal Processing Committee, A. G. A. He 
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went into detail of the construction of 
incinerators for the disposal of a variety 
ot wastes and the complete combustion 
of the ensuing fumes to meet air pollu- 
tion sanitary requirements. 

Ray G. Juergens, assistant supervisor, 
commercial sales and service, The East 
Ohio Gas Co., Cleveland, and Tracy B. 
Madole, manager, commercial sales de- 
partment, Magic Chef, Inc., St. Louis, 
presented the gas company and manufac- 
turer sides of the progress that has been 
made in automatic ignition on commer- 
cial cooking equipment. It was stated 
that this was a problem of education and 
that when a proper sales job is done, the 
customer can usually be convinced that 
it is to his interest to have the latest 
improvements on his cooking equipment 
so that he can do a better all around job. 
Following this presentation the presiding 
officer asking for a show of hands in 
favor of making automatic ignition man- 
datory, showed this was the unanimous 
desire of those present. 

Dealer cooperation has been a subject 
of many years’ discussion. What fruits 
have been gained over the years was told 
by I. S. Anoff, president, Albert Pick Co. 
Inc., Chicago and chairman, executive 
committee, Food Service Equipment In- 
dustry, Inc. He reviewed the progress 
that had been made through cooperation 
of the utility, manufacturer and dealer. 
The Industrial and Commercial Gas Sec- 
tion presented Mr. Anoff with an illus- 
trated framed scroll for his “services in 
implementing these relations for mutual 
understanding.” 

Commercial water heating was the 
subject of R. N. Spear, manager, com- 
mercial sales, Ruud Manufacturing Co., 
Pittsburgh. He pointed out the necessity 
for adequate hot water in restaurants and 
the gas company’s opportunity of fur- 
thering hot water equipment sales in the 
interests of sanitation. 

The three day conference ended with 
a panel discussion on “Selling Commer- 
cial Gas Cooking Equipment with a Pos- 
itive Sales Approach”. Commercial gas 
cooking in general was discussed by L. J. 
Fretwell, chief commercial, heating and 
air conditioning engineer, Oklahoma 
Natural Gas Co., Tulsa; deep fat fryers, 
by Richard T. Keating, managing di- 
rector, Frying Equipment & Supply Co., 
Inc., Chicago; and bake ovens, by Elmer 
Lind, The G. S. Blodgett Co., Inc., Chi- 
cago. Sales plans, equipment surveys, op- 
erating data and general sales procedures 
were covered. 













1954 
MAY 


9-12 Liquefied Petroleum Gas Associa- 
tion, Annual Convention, Conrad 
Hilton Hotel, Chicago, Ill. 

Week of May 10 °A. G. A. Commercial 
Gas School, Chicago, Ill. 

8-14 *American Foundrymens Society Ex- 
position, Cleveland, Ohio (A. G. A. 
will exhibit) 

10-14 *National Restaurant Convention 
and Exposition, Navy Pier, Chicago, 
Ill. (A. G. A. will exhibit) 

10-14 *A. G. A. Commercial Gas School, 
Chicago, Ill. 

13-14 *Public Utilities Advertising Asso- 
ciation, Hotel Statler, Boston, Mass. 

17-21 *National Fire Protection Associa- 

tion, Statler Hotel, Washington, 


















18-20 
19-21 





*Pennsylvania Gas Association, An- 
nual Convention, Pocono Manor, Pa. 
¢Gas Appliance Manufacturers As- 
sociation, Annual Meeting, The 
Drake, Chicago, Ill. 
20-21 °*Florida-Georgia Gas Association, 
Spring Meeting, Miami Beach, Fla. 
24-26 *A. G. A. Chemical, Engineering 
and Manufactured Gas Production 
Conference, Pittsburgh, Pa. 
Natural Gas and Petroleum Asso- 
ciation of Canada, Prince Albert Ho- 
tel, Windsor, Ontario 


JUNE 


eA. G. A. Research and Utilization 
Conference, Hotel Statler, Cleve- 
land, Ohio. 

2-3 *Short Course in Gas Technology, 
Texas College of Arts and Indus- 
tries, Kingsville, Texas 

20-24 *Canadian Gas Association, Banff 
Springs Hotel, Banff, Alberta 

21-22 °A. G. A. Residential Gas Section, 
N. Y.-N. J. Regional Gas Sales Con- 
ference, Monmouth Hotel, Spring 
Lake, N. J. 

28-29 Michigan Gas Association, The 

Grand Hotel, Mackinac Island, Mich- 

igan 


JULY 


6-9 *American Home Economics Associ- 
ation, San Francisco, Calif. (A.G.A. 
will exhibit) 


SEPTEMBER 


8-10 *Pacific Coast Gas Association, Van- 
couver, British Columbia 
8-10 *Mid-West Gas Association Gas 
School and Conference, Iowa State 
College, Ames, Iowa 
10 *New Jersey Gas Association, Hotel 
Monmouth, Spring Lake, N. J. 
13-14 *Independent Natural Gas Associa- 
tion of America, Annual Member- 
ship Meeting, Roosevelt Hotel, New 
Orleans, La. 
28-29 *Texas Mid-Continent Oil and Gas 
Association, Baker Hotel, Dallas, 
Texas 


OCTOBER 


11-13 *American Gas Association Annual 
Convention, Atlantic City 











27-28 









2-3 















































Personnel service 





SERVICES OFFERED 


Pilot—Desires position, executive pilot or pipe- 
line patrol. ATR DC3, DC4, DC6, C46. Twenty 
thousand hours—no accidents. Sixteen years 
Captain major airline. Can locate anywhere. 
References furnished. Single. (46) 1770. 

Engineer—Desires change to challenging new job 
requiring rounded engineering experience in 
transmission and distribution of natural gas. 

S. degree, registered professional engineer, 
18 years field and office experience. Will con- 
sider foreign employment. 1772. 


Management Executive or Staff Assistant to top 
management—Eighteen years successful expe- 
rience in management, consulting, sales and 
production in electrical, mechanical and re- 
search fields. Top-notch administrator with 
proven ability to work successfully with di- 
verse personnel. BSME; ME; MSIE. Now em- 
ployed, desires challenging opportunity. 1773. 


Sales Manager—Twenty-two years’ experience 
with gas utilities in sales, installation, train- 
ing, instruction and administration in manu- 
factured, natural and LP properties. Past 
three years as sales consultant. Thorough 
knowledge merchandising, purchasing, dealer 
lumber relations. Geagiaphiea! location not 
important. 1774, 


Sales Manager—Experience in manufactured, 
natural and propane gases. Capable of mer- 
chandising, sales force training, installation 
and servicing of appliances. Basorlanse in 
home heating and industrial uses of gas. Cap- 
able of dealer relation programing and promo- 
tional programing. Willing to travel, can lo- 
cate anywhere. 1 


General Manager—With engineering background 
and over twenty years’ experience in all 
phases of the manufactured gas industry. De- 
sires permanent position in either manufac- 
tured or natural gas utility. Now available, 
excellent references, resumé furnished upon 
request. 1776. 


Development Engineer—B.S. in chemical en- 
gineering. Four years development experience 
with large gas range manufacturer. Desire 
position with opportunity in gas appliance or 
related industry. Midwest preterred. (29) 1777. 


Sales Manager—Top flight, finest recommenda- 
tions. Lwenty years’ broad experience with 
gas utility, outstanding in industry for finest 
results. Thorough knowledge of direct or pro- 
motional selling and all related activities. Has 
handled advertising, personnel and other ad- 
ministrative duties. Available June 1, 1954 for 
permanent position. (47) b 


Manufacturer’s Sales Representative—Four years 
with leading manufacturer of domestic and 
commercial water heaters, furnaces and boilers. 
Thoroughly acquainted with utilities and 
wholesalers. Desires position as manufacturer's 
representative. 1779. 


Executive Position—Past three years works man- 
ager of by-product coke, gas plant and blast 
furnace employing approximately 1,300 men, in- 
cluding locomotive and train service, extensive 
material handling equipment, repair and main- 
tenance shops, laboratory, engineering depart- 
ment, etc. This involved coordination of vari- 
ous operating and maintenance divisions, 
union negotiations, and assuming of over-all 
responsibility. 1780 


Accountant—Financial Man—Twenty years’ ex- 
perience in public utility company and holding 
company accounting and financial matters, op- 
erating and cash budgets, regulatory commis- 
sion practices. Now employed in supervisory 
capacity. C.P.A. degree. Accustomed to assum- 
ing responsibility for completing work accu- 
rately and on schedule. 1781. 

Operating Engineer—Extensive coke plant expe- 
rience, ovens, by-product, some light oil, as 
operating engineer for well known engineer- 
ing and construction firm. Prefer eastern sea- 
board and position with advancement poten- 
tial and security. 1782. 

Public Relations Director—Broad training in 
basic principles of public relations. Executive 
and administrative training, personnel train- 
ing and practice, general knowledge of labor 
relations practice. Eatensive experience in 
government relations. Represented business 
before Congressional committees for three 
years. Further information on request. 1783. 


POSITIONS OPEN 


Research Aide—To assist in supervision of in- 
dustry program. Immediate opening New York 
City for graduate engineer 30-40 years age, 
personable, ability to handle people, preferably 
with at least five years experience in gas util- 
ity, and familiar with natural gas recovery 
and transmission operations. Salary commen- 
surate with ability, good opportunity for ad- 
vancement. 

Distribution Engineer—Central Canadian com- 
pany, about to embark on expanding program 
to distribute natural gas and to convert present 
manufacturing facilities, will shortly require 
services of competent distribution engineer ex- 
perienced in natural gas distribution, design 
and installation, gas conditioning for manu- 
factured system, conversion, etc. Salary com- 
mensurate with experience and ability. Sub- 
mit detailed resume of background experience 
and salary requirements, which will be held in 
strict confidence. 0725. 

Public Utility Engineer—Large, long established 
natural gas company in West has opening for 
experienced senior staff engineer, who under 
the management can plan and supervise prep- 
aration of regulatory and rate matters, per- 
sonally testify before commissions and assist 
the management in problems of utility opera- 
tions, Essential that applicant understand gas 
distribution and transmission operations, have 
a comprehensive knowledge of public utility re- 
quirements and experience in processing mat- 
ters before commissions or public bodies. Po- 
sition is permanent and salary open. Replies 
confidential with executive head of company. 


Gas Engineer—For large manufactured utility, 
conversion experience preferred. Must have 
thorough knowledge of production and distri- 
bution systems. Salary commensurate with 
ability and experience. Submit detailed resume 
of background experience, and salary require- 
ments, which will be treated with utmost con- 
fidence. 0727. 

Gas Engineer—For progressive natural gas 
utility located in the Middle West with over 
12,000 consumers. Wonderful opportunity for 
college graduate with five to ten years experi- 
ence. Permanent position with eventual ad- 
vancements to an executive and official posi- 


me 


tion with our company for the right man, Syp. 
mit experience, education, age, personal Par- 
ticulars and salary expectations. All replies 
treated confidential. 0729. 

Public Utility Accountants—Operating utility of. 
fers opportunity as Controller. Must = 
ability to administer accounting functions ef. 
fectively and have wide experience in the pyb. 
lic utility field. Submit a brief resume with 
salary requirements. All replies strictly ep. 
fidential. 0730. 


Young Gas Engineer—W anted in connection with 
operation of two manufactured gas plants and 
distribution systems. Excellent opportunity for 
future. Desire mechanical-chemical graduate 
with few years experience manufactured gas 
Reply stating age, experience, education, and 


personal particulars. 


General Manager—To assume administrative re. 
sponsibilities and complete direction of a man. 
ufactured gas utility. In addition to previous 
supervisory experience, must have sales and 
technical background. Position offers per. 
manency and opportunity. Salary commengy. 
rate with ability and experience. Submit de. 
tailed resumé of background, experience, and 
salary requirements, which will be treated 
with utmost confidence. 0732. 


Salesman—Top-notch man to assume full charge 
of sales oes. Possibilities as officer and 
director of gas furnace manufacturing com. 
pany in middle west. Must be well acquainted 
_ private brand and distributor selling, 


Administrative Engineer—Graduate mechanical, 
civil or chemical engineer. Must have had 7-15 
years’ experience ina gas utility field and must 
be capable of directing engineering activities, 
as well as evaluating operating methods and 
results. Salary commensurate with ability and 
experience. 0734. 


Industrial Gas Salesman—Natural Gas—Utility 
expanding and installing new distribution fa- 
cilities to serve population in excess of 100,00 
desires salesman capable of selling and su- 
pervising department for light industrial, boiler 
and oven natural gas installations. Should be 
well versed on selling advantages of natural 
gas versus other fuels. For properly qualified 
man, chance to locate permanently in pleasant 
and growing territory. Give age, experience, 
education and personal particulars in applica- 
tion. 


Residential Promotion and Sales Supervisor—Es- 
tablished company recently converted to nat- 
ural gas desires residential sales manager for 
promotion and sales training expansion pro- 
gram. Located South. Potential 12,000 to 15,00 
meters. Reply advising qualification, age, edu- 
cation and past affiliations. 0736. 


Safety Engineer (Assistant)—Large eastern gas 
utility has vacancy for an engineer to assist 
its safety director. Some safety experience de- 
sirable. Reply giving age, education and work 
experience. 0737. 


Industrial Gas Engineer—New natural gas trans- 
mission company operating in Southern New 
England States desires services of experienced 
industrial engineer for technical gas studies 
concerning promotion of use of natural gas in 
industrial markets. Excellent opportunity for 
man experienced in gas industry and sales 
engineering. Immediate opening. 07 











Torrington 


(Continued from page 17) 


kitchen heating, 495 (8.7 per cent of 
customers); central heating, 135 (2.3 
per cent of customers); and 257 auto- 
matic water heaters (4.5 per cent of cus- 
tomers). 

In February 1954, when our residen- 
tial sales were 103 per cent above Feb- 
ruary, 1953, the average use of 855 cus- 
tomers with kitchen heating was 11.8 
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Mcf. as compared with an average use of 
26.3 Mcf. for 152 house heating cus- 
tomers. In February 1954 the average 
use of customers who had neither kitchen 
nor central gas heating was 1.05 Mcf. as 
compared with .96 Mcf. in February, 
1953, an increase of about 10 per cent. 

As noted above, residential gas rev- 
enue showed an increase of 59 per cent 
over February 1953 and an increase 
of 93 per cent over February 1952. In 
1953 residential revenue was $187,000 


and we expect it to be $367,000 in 1954, 
an increase of $180,000 or 96 per cent 
in the second over the first full year's 
operation with natural gas. 

New business expense (including 
commercial and industrial) will be about 
$50,000 in 1954 or about $.28 per $1 
of added residential revenue (new bust- 
ness in 1951 was $55). With 5,700 res 
idential meters, the revenue gain is about 
$30 and the new business expense is 
about $10 per residential meter. 


AMERICAN GAS ASSOCIATION MONTHLY 








——— 


na Sub- 
ona! 
1] rome 


utility of. 
ust = 
ctions ef. 
n the pub- 
ume with 
ictly con. 


ction with 
slants and 
tunity for 

graduate 
tured gas. 
ation, and 


trative re. 
of a man- 
0 previous 
sales and 
ffers per. 
>ommensuy- 
ubmit de- 
lence, and 
ye treated 


ull charge 
officer and 
ring com- 
acquainted 
yr selling. 


iechanical, 
e had 7-15 
and must 
activiti 

thods ps 
bility and 


is—Utility 
bution fa- 
; of 100,00 
zy and su- 
rial, boiler 
Should be 
of natural 
, qualified 
n pleasant 
‘xperience, 
in applica- 


‘visor—Es- 
ed to nat- 
anager for 
nsion pro- 
0 to 15,00 
, age, edu- 


astern gas 
r to assist 
‘rience de- 
and work 


gas trans- 
hern New 
xperienced 
as studies 
ral gas in 
tunity for 
and sales 
38. 


in 1954, 
per cent 
ll year's 


ncluding 
be about 


3 per $1 
ew busi- 
700 res 
_ is about 
pense 1s 
er. 


ONTHLY 


A.G.A. 
Advisory 
Council 





FRANK H. ADAMS.......... Toledo, Chio 
AM. BEEBEE............ Rochester, N. Y. 
N.B. BERTOLETTE........ Hartford, Conn. 
BU BIORK........00s0000. Chicago, Ill. 
Sm MOVER... - ss eens Philadelphia, Pa. 
GLENN W. CLARK. ..Oklahoma City, Okla. 
STUART COOPER........ Wilmington, Del. 
STUART M. CROCKER... .New York, N. Y. 
0 rere Detroit, Mich. 
RALPH L. FLETCHER...... Providence, R. |. 
DEN sas.0ncecteceas ss Detroit, Mich. 
BEREEINE..0.000c0sc0 Birmingham, Ala. 
Pee GUEFFROY... 2.2 ..005 Portland, Ore. 
w.G. HAMILTON, JR... ..Philadelphia, Pa. 
ee Nashville, Tenn. 
R. W. HENDEE....Colorado Springs, Colo. 
@ M HESKETT........ Minneapolis, Minn. 
STANLEY H. HOBSCN....... Rockford, Ill. 
rr Dallas, Texas 
PUEReRCH, IR... 6. cece New York, N. Y. 
WALTER E. LONG....... Philadelphia, Pa. 
PEVOECKER.. ..... 0.0000 Newark, N. J. 
FARLE J. MACHOLD...... Syracuse, N. Y. 
N.C. MCGGOWEN......... Shreveport, La. 
SMERRIAM,. 0. ace ccces Omaha, Neb. 
JAMES S. MOULTON. .San Francisco, Calif. 
kd © | 2 St. Louis, Mo. 
4 Nn Birmingham, Ala. 
J FRENCH ROBINSON. ...New York, N. Y. 
BeMDEY, IR. ....56 ce New York, N. Y. 
LOUIS RUTHENBURG...... Evansville, Ind. 
Me Oh. DIAC occ ciccee Tampa, Fla. 
Sie. FATUORs co ccccees Reading, Pa. 
PAUL R. TAYLOR........ New York, N. Y. 
R. J. VANDAGRIFF......... St. Louis, Mo. 
TOM P. WALKER.......... Houston, Texas 
ee Chatham, Ontario 


CHANNING W. WILSON... .Baltimore, Md. 
HARRY K. WRENCH. ... .Minneapolis, Minn. 
MEME MONTY. ccc cc cccnss Dallas, Texas 


PAR COMMITTEE 


Chairman—James F. Oates, Jr., The 
Peoples Gas Light and Coke Co., Chi- 
cago, Ill. 


FINANCE COMMITTEE 


Chairman—Frank H. Lerch, Jr., Consoli- 
dated Natural Gas Co., New York, 
N.Y. 


\ABORATORIES MANAGING COMMITTEE 


Chairman—Arthur F. Bridge, Southern 
Counties Gas Co. of California, Los 
Angeles, Calif. 


22 Te 





a OE SS 


mg aeegae 
Dd nie. 














Associated organizations 


GAS APPLIANCE 
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Pres.—Andrew S. Morgan, Lancaster County 
Div., United Gas Improvement Co., 
Lancaster, Pa. 

Sec.—R. W. Uhler, Lebanon Valley Gas Div., 
United Gas Improvement Co., Lebanon, 
Pa. 
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